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As important as your bank’s designer... 
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the bank CUTIN#] ... surveyor of your needs 


Building a bank, or modernizing one, calls for more than 
architectural ability. All of our designing, for example, 
is preceded by a comprehensive survey of your needs, 
under the direction of one of our experienced bank 
Analysts. This man knows the banking business as well 
as bank designing. He confers with your department 
heads, studies the problems involved in the flow of work, 


distribution of space, new facilities required, future 






Select your bank’s architect with care... 


Check the size of his organization, his experience, 
how many banks he has already completed. Check 
his financial responsibility and acceptance with 
other bankers. Investigate before you invest! 


America’s most experienced bank designers-builders 


expansions. Reporting directly to our Plan Board, his 
analysis assures every member an intimate insight into 
your problems. His work means we get the job done 
better, faster. YOU get new quarters that please everybody 
. .. Stay modern years longer . . . provide for future needs. 
Ours is the only organization giving you this thorough 
approach to bank planning. Since V-E day alone, over 


350 banks have selected us to design their new quarters. 


West Coast Offices: 1085 Monadnock Bldg., San Francisco, Cal. 
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which designs, builds, modernizes and equips America's 
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Dividend Check Idea 


Srrs: I am enclosing herewith a speci- 
men copy of our new dividend check. 

As an innovation, we have placed the 
proxy on the reverse side of the check. Our 





ENDORSEMENT AND PROXY 


KNOW ALL MEN BY THESE PRESENTS, That the 
undersigned stockholder in the Union Trust Company of 
Maryland, does hereby constitute and appoint Charles L. 
Phillips, Jacob Blaustein, B. H. Brewster, 3rd, Arthur B. 
Stewart and John 1. Whitehurst, Attorneys and Proxies 
with power of substitution to each, for and in the name of 
the undersigned and with all the powers the undersigned 
would possess if personally present to vote upon all stock 
of the undersigned in the Union Trust Company of Ma 
land at the annual meeting of the stockholders of said 
Company to be held Monday, “ 12th day of January, 1948, 
and at any adjournment or adjournments of said meeting. 

A majority of such of said Attorneys as shall be pos 
and shall act at said meeting (or if only one shall be 
present and act, then that one) shall have and may exer- 
cise all of the powers of said Attorneys hereunder. 


ENDORSEMENT OF THIS CHECK WILL INCLUDE 
EXECUTION OF THE ABOVE PROXY, UNLESS YOU 
INDICATE TO THE CONTRARY BY MARKING X 
IN THIS SPACE [] 
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stock is not a listed security and, there- 
fore, we were not compelled to present 
the form to the SEC for their approval. 

We feel that this new manner of printing 
dividend checks is quite a saving in time 
and expense and, as far as we know, has 
not been used before. 

D. C. W. Warp, Jr., Vice-president, 

Union Trust Company of Maryland, 
Baltimore, Maryland 


5 2 ¢ 
Facts About Banks 


Srrs: I am referring to the publication, 
Six Minutes of Facts About Banks and 


Bankers, which you sent us to call our 
attention to the advantages of advertising 
in the Burroughs Clearing House. In addi- 
tion to the portion of the book which tells 
of the circulation, 
reader interest and 
space rates of the 
magazine, the 
promotional book- 
let contains such 
valuable informa- 
tion about banks 
and banking that 
we are finding it 








useful in several i 
of our employee - 
classes. ata 





H. S. Henry, Assistant Treasurer, 
Land Title Bank & Trust Company, 
Philadelphia, Pennsylvania 
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Isolated Housing Research 


Strs: After reading “Studies in Home 
Lending” in the September, 1947,. issue, 
it occurs to me that you might be inter- 
ested in work done by this section. since 
we began in January, 1946. 

I am attaching five of the seven bulletins 
which have been issued. You will find 
that our thinking is almost identical with 
views expressed in your article. 

There is so much isolated research going 
on that there does seem to be an urgent 
need for co-ordinated effort. Regarding 
prefabrication for instance, our corre- 
spondent reports from Paris that at Noisy- 
le-Sec, a suburb of Paris, some 50 different 
types of prefabricated houses, 30 French, 
11 American, 7 English, 2 Swedish, 2 


Manufacturers Life Insurance Company’s housing-research bulletin 
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BULLETIN OF ter wousinG #6 + 908 Q.0Om seetet ¢ 
No. 2 ~ Tasued sgl ist. Copyright 1946, 











BUNGALOW 


THF POSSIBILITIES OF ROW HOUSING 


. 
Row housse, attecbed hovses, or terraces as they ore Known, depending on 
regional custom have been 8 common type furope, the United States and Canede ~ 
for generetions, High, se wel} es low cost units, heve been bullt in this wey. 
Ae with other types, there have beet some poor examples of design, plan and sou- 
etruction. Too Mittle land hes been used for the® as @ rule and the 
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hOUING HORIZON 
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puler con- 
so of the tere “row housing” is of houses providing Little: vaey, overcrowd- 
tg, and potential slums 

Under © orevniling condition of bowsine shortage, end the nevessity for re~ 
housing « lerge number of people living in sub-standerd dwellings is Crest Britetp ; 
and the United States turing recent years, study hea been efven to Working out the 
moet economical forms of housing, providing the arentest degree of ey 
bousing bas evolved as the most obvious aslution. Mey the Objections beve been 
overcome apf ‘recent examples show thet row bousinpe cen have greater privecy then 
apartment buildings or flats ani grester economy then feteched houses, 
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Finnish, 3 Swiss and 1 Canadian have 
been in process of erection during the past 
two years. Most are single family houses, 
although there is one multiple dwelling, 
housing eight families. All of the finished 
units. are* occupied and the residents are 
co-operating in reporting the desirable and 
undesirable features of different designs. 


In Milan, Italy, an organization known 
as Cantieri, sponsored by local construc- 
tion industries is performing a co-ordinating 
effort for that country. In their publica- 
tions we found information on develop- 
ments in the United States of which we 
were previously unaware. 

W. F. Dutuie, Supervisor, 

Housing Research Section, 

The Manufacturers Life 
Insurance Company, 
Toronto. Canada 
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i a OF Mowranat 


FOUNDED 1817 
MORE THAN 500 BRANCHES ACROSS CANADA 


Statement of Condition, October 31st, 1947 


ASSETS 





Cash on hand and due from banks and bankers . . . . . . « $ 236,743,414.64 
Notes of and cheques on other banks . . . . « « «  303,721,666.70 
Government and Other Public Securities (not euceeding vanities value) 957,888,826.81 
Other Bonds, Debentures and Stocks (not exceeding market value) 96,866,538.42 
et + ee 0 « ee eS ee a ee SOS 8 ee 36,807,209.71 





| $1,432,027,658.28 
rn ons Cer COO. 2 « « « ee © «© 6 & @ 421,704,063.46 
Bank Premises. . ea 13,276,623.00 


Customers’ Liability undee Acceptances ond Leteees of Credit 
(aspercontra) .... . . e's S 2k Se Se ee 27 290,956.97 

















Dn -« » <6 ¢ 6. 6. ee. ere 4 6 ee ee 4,106,003.48 

$1,898,405,305.19 
LIABILITIES 

Notes of the Bank in Circulation . . . . 1. . « « «© «© « « $  4;783,548.00 

Deposits. . . - «| 6 « « «. Rae 

Acceptances and Leen of Credit Outstanding et ie ee 27,290,956.97 

ee <6 So ey ee wees © wl et ee ie et cae 1,809,581.81 

Capiell . . .: » «ate & Je eis > eee 

Rest or Reserve Fund oe 0 ee eee eS) oe 

ee ae ee ee 1,079,571.10 81,079,571.10 
$1,898,405,305.19 








If you desire information on Canadian conditions, your inquiries will receive prompt and thorough attention from our 
Business Development Department at the Head Office in Montreal or from any of our offices in the United States. 


Head Office: Montreal 
GEORGE W. SPINNEY, C. M. G., President B. C. GARDNER, M. C., General Manager 
OFFICES in NEWFOUNDLAND at St. John’s, Corner Brook, Curling, 
Grand Falls, St. George’s, Botwood, Buchans, Stephenville Crossing, Bishop’ s Falls. 
NEW YORK: 64 Wall Street, New York 5, SAN FRANCISCO— Bank of Montreal (San Franicsco), 


G. R. Ball, C. T. Aulph, F. W. Hunter, Agents 333 California St., San Francisco 4, G. T. Eaton, President. 


' LONDON, ENGLAND: 47 Threadneedle St., E. C. 2., 
CHICAGO: 27 South La Salle St., Chicago 3, A. D. Harper, Manager; 9 Waterloo Place, a. wf 


A. St. C. Nichol, Manager. T. E. Roberts, Manager. 
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TO A MILLION CANADIANS 

















Burroughs Clearing House 














IN THE TREND OF BANKING 








Inching Upward 


Another important break-through on the 
upside for commercial loan rates was 
achieved when Bankers Trust Company, 
New York City, announced an increase 
from 1% per cent to 1% per cent for busi- 
ness concerns with the highest credit 
standing. This is said to be the first time 
in 12 years that the 1% per cent prime 
commercial loan rate has been breached. 

The bank’s management explained that 
the increase, which became effective De- 
cember 15, would serve a “dual purpose 
of exercising a mild restraint on credit 
expansion and of sustaining bank earnings 
at a time when it is important that banks 
maintain adequate capital in relation to 
risk assets.” Rising costs, and the change 
in the relationship of money supply with 
credit demand, were also cited. It was 
further observed that interest rates are 
increasing in all investment and credit 
fields, and that during recent months the 
interest rate on every other class of interest- 
earning asset in the bank had been raised. 

Meanwhile, such influential institutions 
as Chase National Bank and Guaranty 
Trust Company increased rates from 1 per 
cent to 14 per cent on loans to brokers and 
securities dealers. The new rate is on loans 
secured by U. S. Government obligations. 
The Chase bank and National City Bank 
of New York have also increased rates on 
bankers acceptances. 

Corresponding increases in discount rates 
for bankers acceptances have also been 
announced by banks in Philadelphia and 
Boston. 

+ SJ * 


Save-the-Soil Program 


Armed with a simple slogan and under 
the sponsorship of the Second National 
Bank of Houston and the Burlington Rail- 
road, a trainload of 178 business executives, 
farmers and bankers from all sections of 
the country recently took a six-day trip 
through Texas. The slogan was “Save the 
Soil.” 

Directed by C. M. Malone, vice-chair- 
man of the board, and Vice-president 
Dooly Dawson, the tour was the most 


recent effort of the Second National Bank 
of Houston to help bring Texas land back 
up from the low per-acre production to 
which it has fallen because of soil depletion 
and erosion. 

With Louis Bromfield, novelist and 
scientific farmer, as the star performer, 
the 17-car special train began at Houston 
and made one-day stops at six Texas 
agricultural centers. Bromfield spoke at 
two meetings each day. He addressed 
some 15,000 people in every line of busi- 
ness within a radius of 75 miles from each 


. meeting point. 


Representatives of the United States 
Soil Conservation Service and the Texas 
State Extension Service participated in the 
tour. The two services furnished an 
exhibit coach dealing with soil erosion and 
its correction. It was opened each day 
for inspection by farmers and others along 
the route and the graphic exhibits were 
inspected by hundreds of people in each 
community. 

Some indication of the trip’s impact on 
Texas was the fact that many requests for 
speakers came from towns many miles 
from the communities at which the train 
stopped. Men on the train filled the speak- 
ing engagements, some of them traveling 
as far as 80 miles away from the stopping 
point. 

Members of the touring group also spent 
much of their time on the tour making bus 
trips to farms and ranches in the area of 
each day’s stop to inspect cases of extremely 





bad soil depletion and scenes of exceptional 
soil-conservation programs. 

Nationally known bankers on the tour 
included L. F. Whittemore, president of 
the Federal Reserve Bank of Boston; Ray 
M. Gidney, president of the Federal Re- 
serve Bank of Cleveland; R. R. Gilbert, 
president of the Federal Reserve Bank of 
Dallas; J. K. McKee, president of the 
Continental Bank and Trust Company 
of New York City; C. W. McBride, presi- 
dent of the Ohio Bankers Association and 
vice-president of the Farmers State Bank, 
West Salem, Ohio; C. W. Bailey, president 
of the First National Bank, Clarksville, 
Tennessee; A. G. Brown, deputy manager 
of the A. B. A.; Farris Campbell, vice- 
president of the National City Bank of 
New York City; J. P. Dreibelbis, vice- 
president of the Bankers Trust Company 
of New York City; and D. A. Finlayson, 
Jr., assistant vice-president, Continental 
Bank & Trust Company, New York City. 


e * Sl 
Pros and Cons 
of Bond Market Support 


Widespread discussion of anti-inflation- 
ary measures has brought into the forefront 
matters of credit control and debt manage- 
ment (see also page 27). 

Recently there has been a tendency for 
financial spokesmen to urge that govern- 
ment bond prices be permitted to seek 
their own level, without official support. 
Thus at the annual meeting of Bank of the 
Manhattan Company its chairman, J. 
Stewart Baker, called Federal Reserve 
Board support of the government bond 
market directly inflationary. 

“By subordinating other considerations, 
which should have heavy weight in deter- 
mining credit policies, the Board has virtu- 
ally abandoned effective control over the 
nation’s credit base and the initiative for 
its expansion rests outside the System,” 
said Mr. Baker, and he added: 

“Under these conditions it is necessary 
for the Board to make a much more funda- 
mental change in its policies than was 
involved in the measures recently taken 
to firm short-term interest rates. If the 


Glimpses of soil conservation tour co-sponsored by the Second National Bank of Houston 




















threat of inflation is to be eliminated, 
effective control over the quantity of 
money must be substituted for the present 
policy of holding interest rates low by an 
unlimited expansion of credit.” 

In opposition, Federal Reserve Board 
Chairman Marriner S. Eccles has told the 
Senate Banking Committee that any such 
withdrawal of Reserve System support 
from the bond market would be “‘cata- 
strophic.” He contended that it would be 
likely to result in a flood of Government 
securities being thrown on the market. He 
particularly cautioned that such action 
would shake public confidence in the $50 
billion of U. S. savings bonds, causing 
many of them to be redeemed, and the 
Treasury would then have to borrow 
further from the commercial banks to 
meet these cash-ins. 


° ° . 


Anniversary Planning 


On the day that the First National Bank 
of Lake Forest, Illinois, became 40 years 
old it entertained for the entire community. 
From a total population of about 9,000, 
more than 2,000 adults attended a recep- 
tion in the bank lobby, and 900 children 
filled the local movie house to capacity for 
a free matinee. 

Chicago bankers, from long experience 
with such functions, consider the Lake 
Forest anniversary celebration a stand-out 
job of promoting community relations. 

Planning got under way three months 
ahead, with an appropriation to cover the 
expense. 


President SPEIDEL, Board Chairman READ, greet their guests 


Kiddie matinee one feature of bank’s anniversary celebration 


Publicity. First preparatory step was 
retaining an advertising agency to pub- 
licize the event. Advertisements ran 
weekly for five weeks in the Lake Forest 
weekly and in the county seat daily at 
Waukegan. One smaller advertisement 
ran on the financial page of a Chicago daily. 
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Comes now to our ears persistent 


VIA THE GRAPEVINE 


















rumors concerning plans afoot in 
banks to adopt Personalized Checks as 
an integral part of no-minimum- 
balance checking account systems. 
Some banks, of course, already have 
taken this step, but they are small in 
number whereas now many bankers 
in various sections of the country 
appear to be considering the change. 


The grapevine also brings tales of 
bankers who are seriously considering 
merging their special accounts with 
their regular accounts ... and again 
the use of Personalized Checks forms 
a part of the plans. Apparently, with 
the introduction of maintenance 


charges or higher item rates, some 





banks feel that there isn’t enough 
difference to warrant operating two 
checking plans in the one bank. 


In any event, such plans —whether or 
not they ever materialize — make us 
feel somewhat more secure for having 
spent so much time preparing for the 
day when all checking account cus- 
tomers would use checks bearing their 
printed names. So, if your bank 
happens to have this question under 
discussion, pick your check printer 
carefully because not every shop 
knows how to handle lots of little 
orders. Big orders are easy, but after 
thirty-two years of specializing in little 
orders we have learned some things 
that didn’t come out of the book. 





Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 








Publicity releases got a good play in 
Lake Forest and Waukegan papers because 
they featured local history, always of brisk 
interest to suburbanites. General invita- 
tions to the forthcoming celebration were 
included in each story. The society page 
of The Chicago Tribune carried a story the 
morning of the party, because of the social 
prominence of the directors’ wives who 
were to pour at the reception. 

The special invitation list to receive 
cards was a problem that could cause 
back-fires if handled imperfectly. A house- 
wife who formerly was a secretary in the 
bank took on this assignment; her knowl- 
ege of customers and other residents quali- 
fied her for an intelligent, tactful job. 
Keeping everything alphabetical at all 
times, she addressed envelopes for the 
commercial department customers, then 
added all names from each other depart- 
ment’s list, avoiding omissions and dupli- 
cations. Stockholders, correspondent 
banks, and supplier friends were added. 
Then the local telephone book and other 
local lists were used for picking up non- 
customers. Finally, each officer checked 
all 5,000-plus envelopes. In consequence, 
most errors were caught before the party. 
The invitations, worded informally and 
cordially, were mailed ten days before the 
anniversary. 

On the big day, long-perfected plans 
swung into action for an abrupt shift of 
atmosphere when the doors closed at 
2 p.m. Uncompleted work went into 
drawers. Tables were set up for serving 
and lobby desks at the front door for 
registrations. A caterer brought in her 
staff, set up shop. Boxes of souvenirs went 
into place alongside registration desks, to 
be handed out as each guest signed. 

At 3 p.m. the door reopened. All staff 
members, arrayed in their best, stood not 
in a receiving line but as close to the 
entrance as they conveniently could 
throughout the four-hour party. All per- 
sonnel wore name cards. 

Departments were marked, some with 
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How to get specific recommendations on 





to be sure your bond account is reviewed now with a 


} 1948 promises to be a significant year. You will want 
view to the conditions that lie ahead. 


In making specific recommendations to your bank on 
the composition of its bond account, our specialists 
weigh the following factors— 


Volatility of deposits—liquidity of bond account—trends 
in loans and deposits—nature of deposits—prospects 


for loan expansion—Treasury and Federal Reserve 
policies — tax regulations — interest rates — earnings 





NEW YORK 


Member Federal Deposit Insurance Corporation 


- 29? 


January, 1948 


en 


YOUR BANK’S BOND ACCOUNT 


BANKERS TRUST COMPANY 


—and general economic trends. 


After careful study of these and other key factors, our 
Bond Department draws up a detailed analysis which 
recommends what to buy and what to sell. 


We will be glad to give you specific recommendations for 
your bank. Simply send the neces- 
sary data to Bond Department, 
Bankers Trust Company, 16 Wall 
Street, New York 15. There is 

no charge or obligation. 






2. Important service to business community. 
ite locslity. 
position. 


profit of other types of business. 


Purpose of Credit Department 
eredit information. 


permanent form, and makes recommendations re loans. 


3. Secondary purposes 
(a) Obtains credit information for bank's customers, 
(>) Answers credit inquiries on bank's customers. 


Q if + t 


ia} Obtein financial statements from applicant. 
o 
(4) Visit place of business to: 

Observe operations 

Examine books 

Meet official personnel 
Investigate applicant with 
references given and others in industry 


(e) 




















1. Commercial loaning one of sost important sources of revenue. 


3. Must be carried out on sound and helpful basis to justify bank's existence in 
4. Quality of commercial loans senast deteruines soundness of bank's financial 
Bank’s grose income on loans is its interest - low in { compared with gross 


6. Bad debt losses sore serious. To make up « $10,000 lows of loan principal 
reqires 1 year's interest © SZ (a better-than-average rate) on $200,000. 


1. Leaning officers and Board aust base decisions on complete and accurate 


2. Credit Department obtains this information, analyses it, records it in 


1. 4 ote seen eeet ee 
* sentative may be present et initial interview. 


Obtain names of trade references and customers from applicant. 


E 
tHE 


income account as well. 
to make 





Accounting System and Methods 
Internal Controls 
Independent Audits 

Budgeting and Planning 
Affiliations 


to 
f the system used in preparing the accounting reports. 
underlying records are adequate to record the daily transactions of the business and 
the chart of accounts is sufficient to break down the mase of accounting data 
« Beyond thie we have to learn how depreciation is handled 
on methods are used. The latter ies particularly important 
Fintaned and in-process inventories where different methods of 
severe distortions, not only of the balance sheet but of the 
The income and surplus statements also need close attention 
sure that items of income or expense are not included where they have no right 


extent of any such investigation will depend upon whether there are reliable 
independent audits, the size of the business, the amount of the loan requested, and 
general factors. t 


it teeene be remembered that a consolidated balance sheet ic 


of the consolidated enterprise. 
in @ consolidation consist to a greater or lesser extent of the assets of the 
subsidiaries consolidated ana that such assets may be available to the parent company 
(of which the Bank is @ creditor) only after the discharge of the obligations of the 
subsidiaries or upon dissolution of the subsidiaries. 


Consolidated income statements, of course, show the operating results of a group of 
enterprises ac if they were one and they should have eliminated from them, in the 


























fons embody some of the broader aspects of the usual credit ~ [iii 
+ possibly, as 
principally to the specific case in hand and 
These considerations include the following: 


inclusive as the term “credit analysis” 
to only specific 


We must know that the 


be paid to consolidated statements. The basis of 


» whenever possible, consolidating statements 


group of independent enterprises would look like 
varying legal positions of various creditors and 
do not come ahead of the Bank as « creditor 
Don't forget that the assets of the parent company 


Aids to intensified credit department training programs 


explanations of their functions. Guests 
who asked were escorted through the 
operating departments. At the 50th 
anniversary, officers say, they will feature 
this tour—practically every non-banker 
guest would have taken it eagerly, they 
are guessing, had it been offered promi- 
nently. 


The bank’s movie matinee for children 
proved the master stroke of the day. It 
brought more compliments than every- 
thing else. The bank chartered the town 
theater for a 3 p. m. showing of a program 
designed to please the kids. Then it 
issued cards through all elementary and 
high schools in Lake Forest and Lake 
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ED 


unusual the problem. 


Carrrat $10,000,000 





= Barometer Reading 


cy, fy New England business, like its weather, 
is changeable and requires experience in 
reading the signs. For over 111 years this bank 
of “Outstanding Strength” has been in close 
touch with conditions in this section. This ex- 
perience enables it to provide prompt action for 
correspondent banks, no matter how difficult or 


The National 
Shawmut Bank 


40 Water Street, Boston | 
Member Federal Deposit Insurance Corporation 


SurPLus $20,000,000 
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Bluff. Admission was by card only, but 
the child got his card back as a souvenir 
when he entered. Board Chairman Frank 
W. Read and President Philip L. Speidel 
stood at the movie door welcoming their 
young guests until the show started. 

Total expense of the afternoon’s celebra- 
tion was approximately as follows: Adver- 
tising and publicity $1,000; addressing, 
postage, printing $500; catering $325; 
movie $175; and, souvenirs $600. 

. * s 


Training Credit Men 


While most large banks have found it 
necessary to evolve some kind of a training 
program for credit department beginnets, 
the need having been intensified to fill 
post-war gaps in view of heightened loan 
activity, many such banks have not pre- 
pared anything in outline or manual form. 
Rather they have depended upon more 
informal methods to cover the various 
credit department operations. Among 
the institutions which have prepared some- 
what comprehensive written material as 
training aids are The Detroit Bank and 
Land Title Bank and Trust Company, 
Philadelphia. 

Intensified program. During the war 
the credit department staff of The Detroit 
Bank was at one time reduced to a low 
point of three men, and a major reconver- 
sion project was the hiring and training of 
eight new credit men, none of whom had 
had previous credit or business experience 
for a period of longer than six months. 

A series of lectures on credit techniques 
and problems was given this group over a 
20-week period. However, the trainees 
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expressed a desire to have some of the 
material reduced to written form so that 
they would have it available in connection 
with their daily work. Accordingly, a 
34-page “Outline of Credit Analysis and 
Investigation” was prepared as a helpful 
guide. It covers general credit considera- 
tions, the differences between statement 
analysis and credit analysis, financial 
statement analysis, and credit investiga- 
tion reports. Some of the material is in 
question form, to stimulate further thought. 

In addition to this written memorandum 
and the lectures, each new man was given 
a copy of “The Credit Department, a 
Training Ground for the Bank Loan 
Officer,” published by Robert Morris 
Associates, and recommendations were 
made as to other reading matter. 

“The results of this intensified program 
have been very much worth-while,” says 


Milton J. Drake, vice-president in charge. 


of the credit department. “It has been 
possible to give the new men a broad view 
of the credit function of the bank, instead 
of the narrow view which sometimes comes 
from having to learn the work over a very 
long period from personal contact with 
other individuals. We believe that the 
training and experience resulting from the 
training program, as well as from the daily 
work, has developed the entire credit staff 
to the point where any difficult problems 
which may arise from a decline in business 
activity can be handled in a manner which 
would have been impossible had we 
attempted to let our men obtain their 
experience under the system in effect in 
pre-war days.” 

42-page outline. Land Title Bank and 
Trust Company in Philadelphia has had a 
similar problem since the war. During 
the past two or three years it has been the 
task of Walton Brand, assistant treasurer, 
to train several new credit men. 

As an adjunct to this educational pro- 
gram, Mr. Brand prepared a 42-page out- 
line of a training course. The outline was 
the basis for a series of lectures and dis- 
cussion periods given at intervals as the 
men progressed step by step in actual 
credit department work. 

“The outline was not devised for publi- 
cation but for my own use in actual train- 
ing operations within the bank,” Mr. Brand 
adds. “It is, therefore, designed to fit our 
own particular manner of conducting our 
commercial loaning activities. The out- 
line contains nothing new or revolutionary 
and its merit, if indeed it has any, lies in 
what I think of as a logical sequence of 
steps in credit training and, in the final 
lesson, a logical cause and effect sequence 
in actually presenting a detailed written 
financial analysis of a prospective bor- 
rower.” 

The outline covers 13 topics or lessons. 
The first six cover: Operations of the 
credit department, forms of business organi- 
zation, business method of operation, 
credit investigation, the balance sheet, and 
the profit and loss statement and statement 
of surplus or net worth. The remaining 
seven lessons deal with various phases of 
statement analysis, such as internal bal- 
ance sheet analysis, comparative balance 
sheet analysis, and complete analysis which 
is dealt with in three installments. The 
final chapter is an outline or pattern of the 
steps to be taken in preparing a formal 
written analysis. 
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Skyscrapers Again 

The bank skyscraper, phenomenon of 
the Twenties, apparently is making’a come- 
back in the Southwest: Féllowing the 
wartime erection of the towering Mercantile 
National Bank in Dallas comes the recent 
opening of the new 24-story City National 

















Bank Building in Houston, and announce- 
ment that the First National Bank & Trust 
Company in Tulsa will join with the Sun- 
ray Oil Corporation in constructing an- 
other 24-story headquarters. 

Under the leadership of President James 
A. Elkins, a senior member of one of the 


Motor bank, part of the garage 








New home of the City National Bank and Trust Company, Kansas City 





Above: An equipment feature of 

Houston bank is tellers’ portable 

rolled-top desks, stored in money 
vault at night 


The 24-story building of City National Bank in Houston 


Southwest’s leading law firms, City Na- 


, tional Bank in Houston has been making 


such amazing progress that new quarters 
were an urgent necessity. Its present 
deposits of $125,370,789 represent a 4,000 
per cent increase over the deposit total 
when the bank obtained its national 
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charter in 1934. In the new building it 
occupies the bulk of the first three floors 
and the basement. 

One construction innovation is the use 
of new-type cellular flooring known as the 
Q-floor, which permits the placing of tele- 
phones and electrical outlets at any desired 
point, and does away with all ceiling beams 
and projections. Portable tellers’ rolled- 
top désks, complete with locks and even 
telephones, are moved into place each 
morning after being stored in the money 
vault at night. The new skyscraper is 
connected with the bank’s six-story garage 
across the street by a tunnel, and customers 
have free parking privileges. 

° * - 


Other Bank Quarters 


Kansas City, Missouri, now has one of 
the most elaborately housed banks in the 
country. In its new quarters, the City 
National Bank & Trust Company has 
enacted many modern, and some com- 
pletely new, banking and architectural ideas. 

One of the most noteworthy parts of 
the bank’s new quarters is its motor-bank- 
ing department, which includes a 500-car 
garage. As shown in the photos on page 8, 
the motor bank does not have tellers’ 
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One floor of bank garage 


windows through which motorists can pass 
their deposits or cash checks without leav- 
ing their cars. Instead, they leave their 
cars at a parking point after they have 
driven into the building, then walk a few 
steps to the tellers’ windows. The bank 
believes this will avoid the situations in 
which a motorist who is slow in transacting 
his business would hold up a whole line 
of cars. For those who have extended 
business with the bank, attendants take 
their cars to the upper floors of the garage. 
The motor bank also has protected docks 
at which money trucks can be unloaded. 

Another feature of the new quarters is 
the “sidewalk bank.’ What looks like a 
store-front space in the bank’s frontage is 
a place with separate doorway to the street 
where a customer can come and get im- 
mediate service. 

The main lobby of the bank is done in 
combinations of aluminum, glass, blond 
maple and other light woods and marble. 

On top of the garage is a large penthouse 
which contains a snack bar in which 
sandwiches, soups, ice cream and other 
light food is served employees at cost. The 
penthouse seats 50. When an employee 
has finished eating, a comfortable lounge 
for relaxing, as well as a_ well-supplied 
reading room is available to him. The 
penthouse is air conditioned and is reached 
by private elevators from the rest of the 
banking quarters. 

From the penthouse one may go out to 
a sun deck which’ is designed as a patio 
garden with picket fence surrounding 
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Published 


An Important New Book 
about Taxes and Bad Debt Reserves 


HAT are “Bad Debt Reserves?” How 

are they set up under Internal Reve- 
nue law? How much may be assigned to such 
reserves? May this amount be increased 
annually? 


These and related questions are frequently 
asked American Credit Insurance agents. 
They are questions of particular importance 
on March 15th. To give you constructive 
advice, American Credit Indemnity Com- 
pany has secured permission to distribute the 
authoritative new book, “The Tax Consult- 
ant Reviews Bad Debt Reserves,” by Ludwig 
Prosnitz, CPA, of Prosnitz, Anderson & Co. 
We are making this book available without 
cost or obligation, as a service to business- 
men, accountants and bankers. 


The subjects covered by Mr. Prosnitz 
include: How are tax returns based on a 
reserve basis? When may bad debts be 
deducted? How can a firm operating on a 
cash basis change to a reserve basis? What 


dollar amount may be assigned to bad debt 
reserve when established? Is amount placed 
in reserve taxable at that time? Are losses 
charged to reserve subject to tax? 


We believe this book is of vital importance 
to you and your business. Just mail the 
coupon below and a copy will be mailed to 
you without cost or obligation. American 
Credit Indemnity Company of New York, 
Dept. 49, Baltimore 2, Md. 


PRESIDENT 
Ameriean Credit 
Insurance 





Pays you when 
Your Customers Can't \X , 
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First National Bank Building 
Baltimore 2, Md. 


Debt Reserves.” 





American Credit Indemnity Company of New York, Dept. 49 


Send me, without cost or obligation, a copy of ““The Tax Consultant Reviews Bad 
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*Bank for Little Folks,’ New Bedford Five 





Cents Savings Bank 











Jasper County Savings Bank, Newton, Iowa 


Bank modernization projects continue apace, as these examples indicate 


shrubs and vines. Over a part of this is a 
large wood canopy. Lounge furniture and 
beach umbrellas are supplied. Badminton 
and shuffleboard courts are provided for 
those seeking exercise instead of relaxation. 
In the decoration of the employee rooms, 
the same quality of trim and color scheme 
has been maintained as in the public 
rooms, even though the employee rooms 
are not open to customers. 

Before and after. The modernized in- 
terior of the Bank of Raleigh in Beckley, 
West Virginia, offers an interesting study 
of renovation which combines operational 
benefits with improved appearance. Al- 
though only one architectural change was 
made, shifting of the street entrance with 
a new window replacing the former door, 
the interior has been completely trans- 
formed as the accompanying photos 
demonstrate. 

White rift oak weldwood plywood has 
replaced dark woods and stone. Gone are 
the high glass partitions and barred tellers’ 
wickets. The new-style wicket, an innova- 
tion of Hoggson Brothers, Inc., New York, 
is designed to benefit both client and teller. 
An extended surface affords the customer 
more than the usual space for resting 
parcels and for checking amounts. This 
surface receives extra illumination at the 
deal plate through flutex glass built into 
the risers on either side. Despite the low, 





open counter the bank reports that tellers 
have greater working privacy than with 
the old high barriers. 

Afternoon sunlight, coming through the 
windows at the left, formerly hit tellers in 
the face unless the blinds were drawn, 
darkening the interior. Moving the tellers’ 
counter to the opposite side permits sun- 
shine to enter and also utilizes previously 
wasted floor space. 

Kiddies’ bank. Block glass windows 
filter the incoming daylight at the ren- 
ovated New Bedford (Massachusetts) 
Five Cents Savings Bank. Aluminum 
electric eye doors have been installed. 
A roomy modern kitchenette is a popular 
feature on the second floor, along with a 
comfortable nook with deep leather chairs 
for fatigued executives, and cozy rest 
rooms for employees. However, the most 
unusual attraction is ““The Bank For Little 
Folks” with its lilliputian fixtures at the 
immediate right of the entrance. This has 
been a huge success, and 202 of the 348 
new accounts opened in the. first three 
weeks following the remodeling were those 
of pennywise grade school youngsters. 

In its renovation program, the Jasper 
County Savings Bank in Newton, Iowa, 
enlarged and lengthened its lobby, lowered 
the ceiling, changed the location and re- 
inforced the bank vault, enlarged and 
relocated the bookkeeping section in a 





separate room, modernized the tellers’ cages, 
and completely redecorated the interior. 
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Profits from Savings 


Some specific recommendations to in- 
crease profits from savings accounts were 
made recently by J. R. Dunkerley, A. B. A. 
deputy manager and secretary of the Sav- 
ings Division. 

As a preliminary, he suggested studies 
to determine costs of operation and net 
earnings from savings accounts. Also an 
analysis of accounts, to learn which were 
profitable and which represented a loss. 

Mr. Dunkerley cited the growing tend- 
ency to pay little or no interest to the cus- 
tomer who is continually depositing and 
withdrawing. He stated that an average 
of one withdrawal per month is recom- 
mended where overactivity cannot be 
otherwise controlled, with a charge of 10 
cents to 25 cents to be levied for any excess. 
Another plan is to charge 50 cents to $1 as 
a bookkeeping or maintenance charge for 
each interest period, but Mr. Dunkerley 
did not recommend this if the bank is pay- 
ing less than 1% per cent interest. 

The free balance idea is not favored by 
the Savings Division on the ground that 
it is not good salesmanship, Mr. Dunkerley 
explained. The same result can be obtained 
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by paying no interest unless it amounts to 
75 cents or some similar sum for the 
period, and this was recommended as being 
better from a public relations standpoint. 

A charge to savings customers for excess 
deposits was held to be unwise. Instead, 
deposit costs should be absorbed by the 
spread between interest earned and interest 
paid. Mr. Dunkerley advised that the 
rate paid should be scientifically deter- 
mined by the Savings Division’s cost 
accounting procedure. 

It was urged that savings promotion be 
more aggressive. The amount of money 
spent by most banks on savings is in- 
significant, according to Mr. Dunkerley, 
although it is a profitable business. He 
also advocated a greater effort to get sav- 
ings depositors to use other services of the 
bank. 

Time certificates. While there has 
been a spotty tendency for the interest 


rate on savings deposits to rise slightly, - 


many banks consider such funds to be 
really demand money, and that therefore 
no increase in rate is justified. Instead, 
there is some trend toward increased use 
of time certificates, running for a stipu- 
lated six or twelve months, at an extra 
¥ per cent differential over regular savings. 
It is felt that this provides additional pro- 
tection for the bank and enables it to 
invest such funds more profitably, justify- 
ing the higher rate. 

A suggestion along this same line is that 
banks set up a form of savings involving 
“appreciation accounts,” issuing appreci- 
ation certificates analogous to Series E 
bonds. Such certificates would mature in 
five or six years and have a progressive 
rate of interest with a maximum of up to 
2 per cent simple interest if held to matu- 
rity. It is further~ suggested that the 
certificates be issued in maturity values of 
$100, $500 and $1,000, and be redeemable 
on 30-, 60-, or 90-day notice as determined 
by the bank. It is held that such a plan 
would promote savings stability and offset 
any demand for an increased rate on regu- 
lar thrift deposits. 

Timely promotion. Some economics 
on the desirability of saving present-day 
“*fifty-cent dollars” until they regain their 
former purchasing power is contained in 
an interesting newspaper advertisement 
by Valley National Bank in Arizona. 
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For one hundred cent value 
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Pointing out that today’s dollar has less 
purchasing power than at any time in the 
last 27 years, the bank predicts that the 
tide will turn as goods become more plenti- 
ful, government purchases decrease and 
demand lessens. Until then, the bank 
counsels a savings account where “‘a fifty- 
cent dollar promptly regains and keeps its 
hundred-cent value as long as it is dé- 
posited.” 
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Window Display Ideas 


For the past year The Phenix National 
Bank of Providence (Rhode Island) has 
been making effective use of a window dis- 
play advertising campaign to promote the 


bank and its services. Both the creative 
work and the window dressing function 
have been handled by Warren Evans, Jr., 
advertising counsel, which has helped to 
keep the financial outlay to a minimum. 

The bank’s policy has been to entertain 
while getting across a message. The best 
attention getter was a display of old 
model automobiles in miniature, with the 
following tie-in copy: “The successful 
development of any industry is dependent 
on good banking connections.” 

Another advertising tie-in, with a model 
circus display, was a sign printed in typical 
circus style which read: “Two feature 
attractions inside. Loans and Checking 
Accounts for firms and individuals.” 

Sometimes a straight “‘commercial’’ type 






















For ninety years, in the strategic, central location of 


St. Louis, Mercantile-Commerce has played a major 


part in the economic and financial development of this 


city and the surrounding trade territory. 


Today, in the gateway city to the great Southwest, this 
bank is known throughout America for its facilities, 
experience and services to banks and bankers, business 


firms and individuals. Why not investigate all the ad- 


vantages of an account with Mercantile-Commerce in 


this important “central city’’? 






Bank and 
ST. LOUIS 1 


Member Federal Deposit 
Insurance Corporation 








An Intimate, 
Personalized 


Correspondent 
Bank Service 


Based on a Policy 
of Cooperation 
—Not Competition 


Under the direction of officials 
with years of service in this field, 
assuring a knowledge of require- 
ments and valuable assistance. 


LOaming 


of advertising is used, without reference to 
the display. “We feature an entertaining 
window to stop people, and place a. sign 
plugging one of our services right in the 
middle of the display where they have to 
read it,” Mr. Evans explains. “One dis- 
play of this type was a ‘Driftwood Zoo’ 
featuring a collection of ordinary driftwood 


Main Office: 37 Broad Street | picked up along the shore with slight 


Member: New York Clearing House 
Association, Federal Deposit Insurance 


Corporation 





changes made to resemble birds, animals, 
etc. The advertising plus was, ‘Only with 
a regular checking account do you receive 
a monthly statement. It’s worth the 
difference.’ ”’ 
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INFORMED ACTION IS THE KEY TO SUCCESSFUL INVESTING 











Atlanta, Georgia 
Various Purposes, 154% Bonds 


State of California 
2% Veterans’ Bonds 


Harrisburg, Pennsylvania 
144% Sewer Improvement Bonds 


State of Illinois 
13g & 1% % Service Recognition Bonds 


Lynn, Massachusetts 
1% % City Hall Bonds 


Seattle, Washington 
2% Light & Power Refunding Bonds 


Wausau, Wisconsin 
136% School Building Bonds 
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REPRESENTATIVE 
OFFERINGS: 


Their record of security and soundness under the varied 
conditions of several decades amply supports the en- 
viable position of American municipal bonds in today’s 
investment markets. 

But if further bolstering were required, it would be 
found in the legal safeguards which surround these 
obligations of states, counties, communities and taxing 
districts. Through the years, strong legal controls have 
been developed until the modern investor in municipal 
bonds has his rights more clearly defined and his posi- 
tion more firmly protected than ever before in history. 

Not only our own thorough investigation but the 
opinion of recognized legal counsel enters into the 
purchase by Halsey, Stuart & Co. Inc. of municipals 
for reoffering to investors. 


Write without obligation for our latest municipal 
offering list. 
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TREET NEW YOR AND OTHER PRINCIP 











Display of ‘‘old-timer’’ car models attracts the public eye 


While making no claims as to the new 
business value of the windows, Mr. Evans 
says, ““We do know the bank is becoming 
better known because of them.” 
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Banker’ s-eye View of Europe 


Paul E. Neuschaefer, vice-president of 
the Union Bank & Trust Company of Los 
Angeles, after spending five weeks in 
England, France, Italy, Switzerland, Bel- 
gium and Holland, says that “from a 
banker’s-eye view’ there seem to be condi- 
tions common to all these countries which 
affect citizens’ attempts to re-establish 
themselves. 

In some of these countries, Mr. Neu- 
schaefer says, due to the number of rules 
and regulations in effect, the average per- 
son in business is always woefully afraid 
of making some sort of mistake. It takes 
extreme care for him not to do something 
illegal in the course of his day’s activity. 
Because of the myriad rules, regulations 
and war-born inhibitions, businessmen in 
these countries can do almost nothing 
without first asking if it is forbidden. Mr. 
Neuschaefer points out that for a three- 
hour business trip, a man must plan weeks 
ahead of time. He believes that the 
difficulties of normalizing business in these 
countries is due, at least in part, to such 
factors. 

In some of the countries he visited, Mr. 
Neuschaefer characterizes life as “lacka- 
daisical.”’ 

“People are not interested,” he says, 
“in current problems and in what is going 
on in the world. All they are interested in 
is being left alone and being permitted to 
live a quiet life, knowing where their next 
meal is coming from. They don’t want to 
be rich. They just want to be left alone, 
and this manifests itself in every phase 
of life.” 

In looking at the general economic pic- 
ture of Europe, Mr. Neuschaefer says: 

“The place to start the long-term 
American plan of helping Europe is in the 
coal mines of England. English coal can 
feed all of European industry and, unless 
European industry is fed with coal and 
other raw materials, it is not going to lift 
itself out of its present torpor. What we 
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give next spring should have a definite 
hookup with production.” 
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Bank’s “‘Insides”’ Bared 

The Mercantile National Bank of Ham- 
mond, Indiana, has found that a large per- 
centage of bank customers are mystified 
and curious about the mechanics of bank 
operation. Recognizing this fact, the bank 
set aside the evening of its 15th anniver- 
sary to show customers just what happens 
to money they put in the bank and, as the 
local newspaper said, “‘what these bankers 
do after two o’clock.” 

While the event was being planned, 
newspapers were told of the idea and gave 
it featured publicity, noting in news and 
editorial columns that the Mercantile Na- 
tional Bank was planning the program as a 
service to its patrons. President of the 
bank, Frank D. Gorsline, was asked by 
the local radio station to tell the radio 
audience what it was all about and during 
his talk he described the mechanical: 
wonders of some of the bank equipment to 
be shown. The newspaper and radio 
publicity resulted in 2,000 people attending 
the evening exhibit. 

The bank hired the Hammond Masonic 
Temple for the program. One of each of 
the 13 kinds of machines used in the bank 
were set up in the temple’s grand ballroom, 
together with signs and enlargements of 
forms used. The equipment was placed 
along the walls in a manner that followed 
the routing which items take during their 
trip through the bank. The machines were 
operated during the program by regular 








Banking mysteries unraveled 


operators who told the audience what 
duties they performed. 

The whole bank staff was ensued tasks, 
some acting as greeters, others as ushers, 
while some distributed flowers and refresh 
ments. To help take care of the overflow 
from the exhibit, a travelogue was shown 
in another part of the building. 

During the exhibit, the local radio station 
made wire recordings of the comments of 
the machine operators, other members’ of 
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12 Million 


Canada is an important market, a 
potential supplier of raw and 
manufactured goods, offers pos- 
sibilities as a field for business 
expansion. 


Correspondent banks will find 
The Royal Bank of Canada a 
useful ally in serving clients with 
business interests in the Dominion. 


Facts about Canada and her 
12,000,000 people are readily avail- 
able. Over 600 branches from 
coast to coast. 


HEAD OFFICE — MONTREAL 


New York Agency — 
68 William St., New York 5, N. y.? 


THE ROYAL BANK OF CANADA 


ASSETS EXCEED $2,000,000,000 



























QUICK CONVERSION 


of your Pacific Coast Transit 
and Collection Items 


Day and Night Air Mail Transit Services from San 
Francisco—hub of coastwise and transpacific airways. 


Resources Over $900,000,000 AMERICAN 
Many Offices Serving TRUST 
Northern California ere @ 2 AN Y 


HEAD OFFICE SAN FRANCISCO ; : as 
Member Federal Deposit Insurance Corp. Banking Since 1854 


3 
Gy 


13 








the bank staff and the audience. These _ trust operating manual, for the particular 
recordings were broadcast the next day. assistance of officers and employees in the 


° e e small and medium sized trust departments, 
is the noteworthy long range program of 


Trust Manual the Committee on Trust Operations, Penn- 


sylvania Bankers Association. Heading 


Gradual development of a condensed the ten-man committee is George C. Robin- 

















SHORT TERM NOTES 


Available in amounts of $2,500 to 
$1,000,000. Maturities from 30 to 
270 days. Regarded as prime credit, 
Commercial Credit Company notes 
have been carried by thousands of 
banks and institutional investors. 
Delivered direct or to your desig- 


Bank Relations Offices: nated correspondent. Phone, write 
BALTIMORE or wire (collect) for details. 
se OMMERCIAL CREDIT 
A COMPANY 
hon Capital and Surplus $80,000,000 
ST. LOUIS 

3607 Olive Street 
































ARE YOU LOOKING TOWARDS PERU... ? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since 
its foundation over 58 years ago. If you are in- 
terested in doing business in Peru a letter addressed 


to us will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 


Head Office - - LIMA 
49 Branches Throughout the Country 


CAPITAL - $/.22,000,000.00 
SURPLUS - $/.37,523,803.73 


“Peru's Oldest National Commercial Bank” 
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son, trust operations officer, Fidelity-Phila- 
delphia Trust Company, Philadelphia. 

Last spring the committee issued the 
first three “‘suggestion memos,” designed 
to be placed in a three ring binder which 
will serve as a constantly expanding oper- 
ations manual. Since then, four more 
standard procedures have been developed 
and reduced to writing. 

To date, the memos have covered the 
following subjects: Operating a trust 
tickler, preparation of inventories and 
appraisements, waivers for court account- 
ings of income, destruction schedule for 
trust files, discretionary powers—approvals 
for payments, accrued income statements, 
and inter vivos deeds of trust—apportion- 
ment of income upon establishment. 
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Seventh Expansion 


A financial institution with a particularly 
interesting history is the Guaranty Bank 
& Trust Company, Worcester, Massa- 
chusetts. Some 32 years ago this organi- 
zation originated as the Skanda Credit 
Union, with combined funds of $10,000. 
It was formed for the purpose of helping 
a group of Scandinavian families to borrow 
home building funds at reasonable rates of 
interest. 

At first the credit union transacted its 
business in the millinery store of Nils 
Bjork, now vice-chairman of Guaranty’s 
board. Growth was rapid and eventually 
Skanda became the largest credit union in 
the country, with resources of $1,300,000. 
At this point an unusual incident in bank- 
ing history took place, when the state 
banking authorities suggested incorporation 
of the credit union as a bank, with facili- 
ties available to the entire community. 
As a result the Skanda Bank and Trust 
Company was chartered in 1930, and in 
1934 the name was changed to Guaranty 
Bank & Trust Company. 

Occasion for such reminiscing is the fact 
that the $22 million institution has just 
opened enlarged and modernized quarters, 
with more than double the previous floor 
space and all the newest equipment such 
as electric eye doors. This represents the 
seventh expansion of business quarters in 
the bank’s history. 

Many of the original credit union leaders 
are still with the bank. It was George N. 
Jeppson, now chairman of the board, who 
called the informal meeting that gave the 
institution its start. Also at the meeting 
was Vice-chairman Bjork and Dr. F. 
Julius Quist, vice-president. Roland A. 
Erickson, president, and Oscar A. Ander- 
son, executive vice-president and treasurer, 
head the further list of officers. 


. > ° 


Wooing Insurance Men 


Banks and trust companies commonly 
extol the institution of life insurance in 
their advice to clients, but seldom do they 
give it such a boost as does the City Na- 
tional Bank and Trust Company of Chicago 
in a booklet which it has published. 

The booklet points out that life insur- 
ance is one of the best sources of cash to 
pay administrative expenses, that annui- 
ties or options can serve as a source of 
regular income and sometimes save taxes, 
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and that life insurance can avert shrinkage 
due to forced liquidation of business 
interest. 

The bank believes that the publication, 
which urges customers to use the combined 
knowledge of their trust officers, attorneys 
and life insurance underwriters on estate 
problems, will not only promote trust busi- 
ness but will also cement relationships 
between the bank and the insurance and 
legal fraternities. 

In another section of the country, 
Oregon, the trust department of The 
United States National Bank of Portland 
recently sponsored a series of four meetings 
between trust officers of the bank and 300 
life insurance underwriters. The confer- 
ences were held in the bank lobby on 
Mondays and Wednesdays for two weeks. 

Bankers and life underwriters lectured 
and discussed such subjects as “Graphic 
Analysis of Estates,” “Investing Trust 


Funds under Present-Day Conditions,” - 


“Taxes and the Community Property 
Law,” and “Business Insurance Trusts.” 
* * 2 


Free Advertising Offer 


The Douglas-Guardian Warehouse Cor- 
poration has announced a new, free-of- 
charge service to banks. 

The corporation has prepared a series of 
six advertisements, one of which is shown 
here, designed to stimulate demand for 
various bank services. The ads are two 
columns by eight inches in size, are uni- 
form in design, type and layout and are 
planned to develop a consistent and 





















If you've been tempted to put off vital home 
repairs because of lack of ready cash—don’t. 
Instead—get an FHA Improvement Loan from us. 

Find out how much it will cost to put your 
home in good physical diti inside and out. 
Check the roof, the heating plant, the plumbing 
and wiring. Plan to repaint and redecorate 
throughout. Then, borrow the money you need 
and repay your loan in comfortable monthly 
installments. 


BANK NAME AND SIGNATURE 

















Series of six ads available 


readily identifiable campaign. Illustrations 
for the advertisements are by a well-known 
artist, formerly on the staff of Walt 
Disney. 

Mats of these advertisements may be 
obtained by writing to the Douglas- 
Guardian Warehouse Corporation, 50 
Broad Street, New York, New York. 


January, 1948 





In 5 weeks time... 5,182 collections 


trem one client... fotal $9,360,000 





Banks outside of Los Angeles recently received from us 
in 5 weeks time 5,182 collections totaling over $9,360,000 
originating from a SINGLE CLIENT. 

Los Angeles is one of the great industrial and agricul- 
tural shipping points of America. From here drafts cover- 
ing a huge volume of sales flow to cities and towns all 
over the country. Bankers in many states profit from the 
handling of the great volume of collection items which 


we send them. 


If you have no Los Angeles correspondent, and wish 
to share in this steadily increasing, profitable business, 


we invite your inquiry. 


Resources over 114 billions 
124 offices and branches 
Transit Department Staff: 112 
24 hour Transit Service 


BANKS AND BANKERS DEPARTMENT 


ECURITY- FIRST 


NATIONAL BANK 


OF LOS ANGELES 


FOUNDED 78755 





HEAD OFFICE * 6th & Spring Streets, Los Angeles 54, California * Phone MUTUAL 0211 
MEMBER FEDERAL RESERVE SYSTEM * MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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A New Branch Office has been opened 
by the Chase National Bank in the Marunouchi Building, 
No. 2, 2-chome, Chiyodaku, Tokyo. 


This location in the financial section of the 
Japanese capital is in close proximity to the 
military and civilian agencies of the United 
States Government and to representatives of 
American business interests. 

The new Tokyo office gives further scope 
to the Far Eastern facilities provided by 
Chase branches in Shanghai, Hong Kong 


and Tientsin which long have been recog- 
nized as vital links in trade with the 
Orient. 

These facilities are available to Chase 
correspondent banks which thus can pro- 
vide their own customers with valuable 
assistance for the development of business 
throughout the Far East. 


Send for our Booklet HOW THE CHASE CAN BENEFIT YOUR BUSINESS OVERSEAS. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 
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BUDGETARY CONTROLS . . . Executive Vice-president C. J. Miller and Mr. Keep, right, scan estimates 
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COUNTRY BANK, LARGE CITY METHODS 





$10,000,000 Bit BANK 


Indicating that budgetary controls and other advanced 
policies are entirely feasible for a bank of this size 


OME of the policies under which 
the First National is operated are 
considered quite unusual for a 

$10,000,000 bank. 

Included in this category are our 
methods of budgetary control, depart- 
mentalizing of functions, operation 
through officer committees, organized 
program of customer counsel, profit- 
sharing bonus plan and non-contribu- 
tory pension plan. 

While such policies are customarily 
associated with large city institutions, 
they have proved very advantageous 
for us. We see no reason why other 
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By 
E. H. KEEP 


Assistant to the President, First National 
Bank of Meadville, 
Meadville, Pennsylvania 


banks of comparatively modest size 
cannot utilize them beneficially also. 

Ours is the exact antithesis of a 
“one-man” bank. Functions are han- 
dled on a departmental basis and top 
management has extended a great 
deal of authority and responsibility to 


all officers, with the result that the 
First National operates much like a 
line staff organization in a larger city. 
Moreover, we are encouraging team 
work, and problems are thrashed out 
in officer committees. One group, of 
which .I am chairman, reviews all 
individual and commercial-loans over 
$2,500. 

We also have a small loan and con- 
sumer installment credit loan ‘com- 
mittee headed by W. Bruce Fye, 
assistant cashier. This department 
has handled a wide variety of customer 
needs for many years and has: been 
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OFFICER COMMITTEES ... All officers have part in management* 


very successful for us. There is a 
mortgage loan committee with Vice- 
president F. C. Hunter as chairman, 
who has pioneered in amortized mort- 
gages as well as FHA mortgages in 
our community. Our losses on mort- 
gages have been negligible over the 
years. Auditor J. W. Hunter heads up 
the G. I. home loan committee and he 
has helped many veteranis secure their 
own homes under the G. I. Bill of 
Rights. Under the direction of L. O. 
Hotchkiss, cashier, is the money and 
investment committee which is con- 
stantly reviewing deposit trends, mak- 
ing “hot. money” studies, and pro- 
graming our Government investments 
to provide ample liquidity consistent 
with earnings. The farm department 
has a committee chairmaned by Mr. 
Hotchkiss and C. W. York, assistant 
cashier, which reviews and programs 
our farm activities and then there is 
the trust department committee under 
the direction of Miss K. M. Snearline, 
assistant trust officer, for review of 
trusts and promotion of new business. 
Charles J. Miller, executive vice- 
president, is an ex-officio member of 
these committees and they meet regu- 
larly with action being referred to the 
general officers’ committee, then to the 
board of directors. 


ig is evident from the foregoing that 

a great deal of the policy of this bank 
is being formulated by the various 
committees, with the result that all 
of the officers definitely have a part 
in management. We feel that such an 
organization enables us to do a better 
job of banking, and to control our 
loans and investments more effectively. 

Another key management policy is 
our emphasis on advance planning, as 
exemplified by the budget program we 
have installed. This involves the 
preparation of a complete financial and 
operating program for a year ahead, 
and is designed to co-ordinate and 
stimulate all plans, policies and activi- 
ties for the purpose of helping ‘to 
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achieve the desired income, distribu- 
tion, operating costs, and profit goals 
established by management. Without 
budget forecasting based on careful 
study, it is difficult to see how manage- 
ment can make intelligent advance 
decisions relating to salary and other 
personnel policies, equipment pur- 
chases, etc. Moreover, it is far better 
to be able to foresee now. what un- 
favorable trends to expect than to 
have to make adjustments hurriedly 
when they do occur. Certainly, such 
advance planning is not a substitute 
for management, but a budget system 
properly “‘sold’”’ and handled can be a 
worthwhile aid to management. 

Furthermore, it is not an impossible 
undertaking for a bank of our size. 
The writer, who was formerly engaged 
in accounting and budgetary werk for 
industrial organizations, handles the 
bulk of the routine involved in addi- 
tion to supervising larger loans and 
rendering customer counsel. 

Our budget is established on a 
calendar year basis. In the fall of the 
year, all of the officers in the bank 
start thinking about the factors that 
will affect our business for the coming 
year. Naturally, this embraces such 
things as: (1) the trend of deposits, 
(2) loan volume, (3) all of our operat- 
ing costs, (4) probable losses, and (5) 
business prospects for our community 
tempered by general business condi- 
tions as best we can see them. After 
some of these items have been dis- 
cussed in our officers’ meetings, the 
various department heads submit their 
estimates of loans, deposits, operating 
expenses, etc., which are put together 
by the writer’s department. A pre- 
liminary budget is then compiled and 
submitted to the officers’ committee 
for discussion. 

Assisting in the budget work is a 


*Left to right: Cashier L. O. Hotchkiss; 
Vice-president F. C. Hunter; Assistant 
Cashier W. Bruce Fye and Auditor 

J. W. Hunter 





report we prepare monthly called 
Analysis of Funds Available and Funds 
Employed (see page 19). This sched- 
ule helps to keep officers and board 
members informed throughout the 
year about the bank’s operations. It 
also facilitates our task of forecasting 
earnings of income producing assets, 
for when we know what funds are 
likely to be available and how em- 
ployed we can apply earnings rates, 
based on past averages tempered by 
changing conditions, to project future 
earnings for the forecasted profit and 
loss statement. In addition, of course, 
we have to estimate such income items 
as service charges, safe deposit rentals, 
etc., to arrive at total earnings. 

Expenses are likewise forecasted. 

A separate summary sheet page record 
is maintained for each expense account, 
and we check each item of expense in 
the year to decide what changes and 
eliminations can be made for the fol- 
lowing year. This is essential in budg- 
eting, for if only over-all totals are 
considered, results are largely guess 
work and part of the value is lost. It 
is necessary to take a look at the 
individual items that make up the 
income and expense totals. 
- In the forecasted profit and loss 
statement we are especially interested 
in the relationship of operating profit 
to total earnings. 

To arrive at estimated non-operating 
profits we confer with officers on 
potential charge-offs and recoveries 
on loans, and profits on the sales of 
investments. Various other miscel- 
laneous information is included in the 
budgeted profit and loss statement, 
such as net profit per share of stock, 


EMPLOYEE BENEFITS... Include 
pension plan, profit sharing 
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Customer line sheets aid loan follow-ups 
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ANALYSIS OF FUNTS AVAILABLE & FUNDS EMPLOYED w. / Nae 
(Figures used are representative of this ; 
pra ie: “oink Me Denk, but ere used for illustration only.) December 31, 1947 June 9, 
FUNDS Al 
MONTHLY tine $ 4,100,000 87.0 $ 4,000,000 
netzess 
25,000 3 250, 
Customers - Over 10M Balance 2,300 ,000 15.0 + 1,500 ,000 
Customers - Under 10M Balance 000 : 
Total Demand Deposits $ 5,600, . $5, 
Total Deposite $ 8,700,000 100.0 $ 9,000,000 
Capital Funds and Unearned Discount 
‘ommon. us oe $ 500,000 $ 500,000 
Undivided Profite 120 ,000 9.5 100 ,000 
Reserves for Contingencies 215,000 200,000 _ 
Reserves for Taxes, Interest, Etc Lode j 2.2 fying 
Unearned Diecount = 000 
Total Capital Funds, Etc. $ 35503 108 $ —%0,000 
TOTAL FUNDS AVAILABLE $ 9,625,000 110.6 $9,900,000 o 
FUNDS EMPLOYED 
Income Produc Assete 
(Temmeer Taste tases tlien $ 425,000 fes 0 $375,000 f na 
Individual & Commercial Loans 1,725,000 1,750,000 
Individual & Commercial Mortgages T25 ,000 “700 ,000 
G. I. Home Mortgages 575,000 17.5 600 ,000 16.7 
F. H, Av’Home Mortgages 225,000 200 ,000 
Farm Loans, Mtgs., & Chattels $25,000 {10 5 475,000 9.3 
G. I. Farm Chattele & Mortgages _400,,000 vba ___400 000 
Total Loans 8 Mortgages Ke $ 4,600,000 53.0 $ 4,500,000 50.0 
Bonds (Due within 1 year) $ 550,000 6.3 % 500,000 5.6 
Bonds (Due within 2 - 5 years) 1,875,000 17.0 1,500 ,000 16.7 
Bonds (Over 5 years) 950 ,000 16.9 1,275,000 1s 
Federal Reserve Stock 25,000 2:3 nn 25,000 0.3 
Total Bonde & Stocks $ 3,000,000 4.5 $ 3,300,000 37.0 
Total Income Producing Assets $ 7,600,000 87.5 $ 7,800,000 87,0 
” Non-Income Produc Asnete 
“Caeh on Band and Be a & — 275,000 $ 300,000 
Balance with Other Banke . pennies Ftd ed 
Balance with Federal Reserve 20 1 
Total Ceeh and Due $ TA 1008 21.8 + 11915000 22.0 
Fixed and Miscellansous Assets $ __ 135,000 i. $ 125,000 1,0 
Total Non-Income Producing Assete $ 2,025, at $ 37100,000 
TOTAL FUNDS EMPLOYED $ 9,625 000 220.6 $ 9,900,000 20.0 
RATIOS 
of Capital to Total Income Producing *ssets 10.8 10.3 
(Excludes Res. for Taxes, etc, & Unearned Discount) 
¢ of Loans per $ of Capital Funds (Exc. res. for taxes, etc. & Un Dis) 5-57 5.63 
$% of Cash and Due, and Bonds up to 5 years, to Deposits 45,0 4L.o 























Monthly analysis helps keep track of liquidity, other trends 


EMPHASIS ON LOANS .. . These forms reflect constant watching of loan position and portfolio 


percentage of yield on loans and in- 
vestments, and so on. 

Budget figures are likewise estab- 
lished for all elements in the balance 
sheet. Our monthly analysis of funds 
available and funds employed also 
assists here, for the same items in 
somewhat different arrangement ap- 
pear on both schedules. 

Our budgetary control program is 
simply an attempt to set limits, for a 
year’s period, on asset and liabilities 
as well as income and expenses. Fol- 
lowing this up, written reports are 
made quarterly to the board of direc- 
tors which compare actual perform- 
ance with the budget. Reasons for 
deviations are explained and sugges- 
tions for remedial action are made 
where need is indicated. Monthly per- 
formance is discussed by the general 
officers’ committee and in case of 
unusual variations a special report is 
made to the board of directors. 

Budgetary forecasts tell us where 
we are likely to go from here. We 
also maintain a series of charts telling 
us where we have been, to give us a 
clear perspective. These charts show 
various relationships, such as salaries 
to bank earnings, dollar of loans to 
dollar of capital, net profit to total 
earnings, mortgages to time deposits, 
etc. We likewise make comparisons 
of our operations with reserve district 
figures and with certain other banks 
which have similar operations. Of 
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course special studies and reports are 
always being made by the officers on 
various phases of our operations which 
supplement the basic budget program. 

It is impossible to evaluate the 
budget program on a dollar and cents 
basis. We believe that the setting up 
of performance goals serves as an in- 
centive. The data we provide keeps 
the officers and directors constantly 
informed as to operations and trends, 
for they receive copies of all reports. 
Everyone knows what is going on 
around the bank, and what future 
plans are, rather than being limited 
merely to the horizons of their own 
jobs. Budgetary control, if properly 
administered, enables management to 
“spot exceptions” quickly. 


ANOTHER management policy is to 

look to interest and discount from 
loans for the bulk of the bank’s earn- 
ings. We have always been a high 
loan bank, and during the first ten 
months of this year made 4,030 loans 
for $2,700,000. We also emphasize 
quick turnover of funds, and during 
the same period our liquidation on the 
loan portfolio was $2,650,000. Our 
present loan portfolio is over $4,000,- 
000 and we have tried to stimulate 
and encourage all worthwhile com- 
mercial, industrial, and agricultural 
activities in our community. However, 
in view of present inflationary condi- 
tions and in line with the Federal 


Reserve policy, under date of Novem- 
ber 25, 1947, which requested that 
“‘as far as possible extension of bank 
credit under existing conditions should 
be confined to financing that will help 
production rather than merely increase 
consumer demand,” our volume is 
being sharply curtailed. 

Correlating our former rise in loan 
volume we have liquidated our long- 
term governments on a _ systematic 
basis, under a schedule determined 
during the war following a “hot 
money” study of the bank’s assets. 
The presentation and method of this 
analysis by Mr. Hotchkiss was unique 
in many ways and received consider- 
able favorable attention. 

Other banks may be interested in 
the customer line sheets (shown above) 
which we make up for all loans over 
$1,000, covering approximately. 80 per 
cent of the dollar volume of our loan 
portfolio. We have found them to 
have a number of advantages. 

Of course, we believe that the cir- 
cumstances surrounding each loan 
should be put down in writing in 
memo form for the credit file, at the 
time the transaction takes place. With 
our volume of loans, however, it is not 
convenient to refer constantly to the 
file, and the memos are not in any 
standardized form. 

Therefore, we summarize the perti- 
nent details necessary to follow each 

See A $10,000,000 BIG BANK—Page 50 
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This Wisconsin bank “works at’? holding 
the interest of its women employees 


A Recreational 


PROGKAM for WOMEN 


By MARY A. RALSTON 


Assistant Personnel Director, First Wisconsin National Bank 
of Milwaukee, Milwaukee 1, Wisconsin 


LL they have in that girls’ club 
is how to make yourself attrac- 
tive to men!” That was what 

someone said when our present girls’ 
club program was started in 1943. It 
was not intended as a compliment, but 
we were pleased because an interesting 
mind, a well groomed appearance and 
a pleasant personality are assets to 
women in business. So we plan pro- 
grams which will encourage our girls 
toward more pleasant, interesting, and 
successful living. 

Our bank sponsors many recreational 
activities—a men’s bowling league, 
a women’s bowling league, a quarter 
century club, a bank chorus and a 
veterans’ club—but the purpose of 
this article is to describe the activities 
of the girls’ club, which includes 574 
women. This organization has done a 
great deal to help us absorb and de- 


velop the large number of new girls 
we've had in recent years. 

The club was founded in 1921 by 
Miss Agnes Kenney, manager of our 
women’s department, and flourished 
as a club which the girls ran them- 
selves. Since they all knew one an- 
other, their activities were of the kind 
a small group can carry on successfully. 

But when the war came and with it 
an influx of many new girls, this plan 
did not work well. In 1943 the 
responsibility for a women’s recrea- 
tional program was placed in the per- 
sonnel department with an assistant 
director in charge. 

The first move was to change the 
method of election. Previously, several 
girls were nominated for each office 
with the result that the election some- 
times wound up with all the officers in 
one section of the bank. Just before 


Women’s Club activities are depicted in these photos 
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we reorganized, all the officers were 
from the main floor. Many new girls 
in the operating departments ignored 
the club completely. 

Now we have a nominating com- 
mittee which nominates just one girl 
for each office. The committee makes 
sure that each main section of the bank 
is represented: operating depart- 
ments, branches, main floor, and so on. 
Members may write on the ballot a 
person of their own choice, but the 
slate is accepted by a large majority. 

After the election, the personnel 
department works with the club offi- 
cers to select department chairmen. 
We make sure each section of the bank 
is represented by a chairman who is 
responsible for about twenty girls. 
Because we have had a high turnover 
in recent years, owing largely to 
marriage, the personnel department 
watches each chairman’s list to keep 
it up to date when girls leave or are 
transferred. 


QUR programs are divided into two 
types: The ones with a tea or dinner 
and a speaker, and the ones which 
bring about a lot of group participa- 
tion. 
For the first type of program, we 
have had talks of this kind: Poise and 


Posture by Miss Nancy Cantrell, 
dramatic director of the Y. W. C. A.,, 
Personality in Conversation by Clyde 
Paust, an attorney who teaches the 
speech class in the Milwaukee Chapter 
of the American Institute of Banking, 
Floral Arrangements and the Care of 
Flowers by Miss Dolores Smith, cour- 
tesy of the Milwaukee Florists’ Associ- 
ation, New Hair Styles and Care of the 
Hair by Si Ganzer, well-known hair 
stylist, Poise, Polish, and Personality 
by Mrs. Raymond Moore (the former 
Miss Mary A. Kennedy, then Per- 
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sonnel Officer of the Harris Trust & 
Savings Bank in Chicago), and A 
Woman’s Point of View by Miss 
Gretchen Colnik, well-known interior 
decorator. 

At least once a year, we have a 
fashion show given by local stores who 
do a good job of slanting the show at 
business girls of all ages. They inter- 
polate a bit of clothes philosophy about 
clothes suitable for office wear and 
how one can change them with acces- 
sories for a dinner date after office 
hours. To advertise the fashion shows, 
one of the bank girls made manikins 
which we put in the cafeteria window. 
There is never a vacant seat at these 
shows. 

Where to find the programs? The 
community is full of them. The local 
Y. W. C. A. is a gold mine of ideas. 
The public relations departments of 
other businesses are a fertile source. 
There are so many good programs 
which are free that in the past four 
years we have had only two paid 
speakers. 

We give a lot of time and thought 
to promoting programs. With all the 
competition from outside interests, 
not even a good program will get out 
a crowd if there is just a colorless 
announcement, “There will be a girls’ 
club meeting, etc.” 

It is helpful to anyone in personnel 
work to learn something about adver- 
tising and this knowledge, little as it 
may be, has been of value to us. We 
always place the posters where traffic 
has to stop. The best spot of all is in 
the cafeteria where there is a bulletin 
board right beside the trays and silver. 
No one can get past there without 
stopping. The material on the bulletin 
board serves as a conversation piece 
for those standing in line and when we 

See PROGRAM FOR WOMEN—Page 51 





LAT I RATS mT NRE Stem mem 














——— 

















ee published and 
distributed by the 








home office: 
pheonix, arizona 









Hil 
Ht 
Hh 
it 
Hl 








BUSINESS CONDITIONS IW SOUTHERN CALIFORNIA 


i 
E 
t 
| 


i 
| 
if 
ret 
i 
Te 


| 
i 
t 
i 
{ 
t 
; 





t t 
i 
HH 

iy 
hy 





























Report on a noteworthy banking trend... 


the growing use of research techniques 
in promotion and internal management 


DANA RESEARCH 


By 
HARRY V. ODLE 


Associate Editor, 
Burroughs Clearing House 


ANKS are making increasing use 
of research these days, for some 
very practical purposes. 

In many cases, research programs 
are a part of business development. 
Another function is the making of 
factual studies of internal manage- 
ment problems. Economic research 
provides helpful guideposts for the 
bank and its customers. Industrial 
surveys assist credit and loan officers, 
trust departments. Financial research 
helps to determine bank policies in 
regard to investments, reserves, inter- 
est rates, deposits, etc. 

This is a growing trend, as evidenced 
by the number of banks which have 
established research departments with- 
in recent date, and by indications that 
others are contemplating such a step. 
Following are some specific examples 








Making lobby use of research data, 
Trust Company of Georgia 


of how research is being put to work 
in varying ways by prominent banks 
throughout the country. 

Definitely devoted to sales research is 
the business development department 
set up about a year ago at Bankers 
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Trust Company, New York City, 
under the direction of Harold J. Mar- 
shall, assistant vice-president. Man- 
agement recognized that in every large 
organization there is a considerable 
volume of business constantly ‘“‘falling 
through the cracks.” Its purpose in 
creating the business development 
department was to have a group with 
time to study how to seal up the 
cracks, and to consider ideas emanating 
from stockholders, officers and em- 
ployees —ideas which otherwise might 
get lost in the organization. 

One important project has been 
directed toward helping officers make 
more effective use of their time. The 
bank considers its officers to be in the 
category of salesmen and realizes that. 
deducting holidays and summer 
months, there are only about 180 days 
that are suitable for making outside 
calls. Since the officers average about 
two-thirds of their time at the bank, 
this leaves only 60 days in a year to 
be spent in calling on prospects. 

Following a research study of this 
problem, the business development 
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department has worked out several 
solutions. One calls for a drastic 
culling of prospect lists, down to a 
bare handful of the best potential 
customers, and a concentration of 
attention on these. <A _ system of 
budgeting calls, and a file for recording 
them, will permit a comparison of the 
budget with actual performance. A 
tickler system has been devised for 
directing attention to follow-ups. Ways 
have been studied for diverting all un- 
essential desk work from the officers. 
A convenient handbook has been pre- 
pared for them, giving the officers 
reference information at their finger- 
tips concerning services, departments, 
correspondents, etc. Now it is planned 
to supplement this with sales infor- 
mation on the same topics, citing the 
selling points to stress. 

Improvement in stockholder rela- 
tions and the setting up of a system 
for cultivating their new business 
potentialities is another major project 
of the department. One phase in- 
volves the welcoming of new stock- 
holders, and a chart has been printed 
showing the procedure to be followed 
in specific instances by such depart- 
ments as personal or corporate trust, 
bond, and personnel. A routine has 
also been established for checking with 
larger stockholders who have termi- 
nated their relationship with the bank. 


@TUDIES are being made of the 

bank’s annual report, to ascertain 
how it can be made more interesting 
and informative. 

All told, the business development 
department has some 60 major projects 
under way. So, prospects are that the 
half-dozen members of the depart- 
ment will find ample call for their 
services in the days ahead, and that 
the bank will benefit from their 
organized, centralized efforts. 
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Examples of published research 
material distributed by banks 


THE research department at Valley 

National Bank, Phoenix, emphasizes 
economic rather than sales research. 
It was established three years ago to 
meet the growing demand for business 
and economic information covering 
Arizona and its various industries. 
The department performs many of the 
functions of a state chamber of com- 
merce, which Arizona does not have, 
and works in close conjunction with 
the business development and public 
relations departments of the bank. 

Comprehensive statistical informa- 
tion on Arizona was previously not 
readily available, except in a few 
specialized fields. The research de- 
partment at Valley National has 
attempted to fill this vacuum. It func- 
tions as a clearing house for all types 
of economic data, both local and 
national, and exchanges information 
regularly with many individual agen- 
cies and companies that compile spe- 
cific data in their own fields. The 
material obtained is made available to 
all interested parties and there is no 
charge for this service, which is re- 
garded as an integral part of the bank’s 
business development program. The 
data is widely used by local business 
firms, new residents, national market- 
ing organizations, and government 
agencies. 

Two regular publications are pre- 
pared and distributed by the research 
department. One is Arizona Progress, 
a monthly compilation of state trends 
and statistics, and the other is an 
annual Statistical Review which con- 
tains long-term statistical tables. These 
publications are mailed to all impor- 


tant b ess concerns and individuals 
* 


in the state and to others throughout 
the nation. The mailing list now con- 
tains more than 5,000 names. 

The research department also pre- 
pares many special studies both for 
customers and for the bank. The 
management committee and the board 
of directors look to the department 
for statistics in appraising economic 
trends and in planning the bank’s 
own operations. And it is frequently 
called upon for material for articles or 
speeches. 

The department is headed by Her- 
bert A. Leggett, vice-president, who 
is also state vice-chairman of the Com- 
mittee for Economic Development. 
Minton I. Moore is statistician. 


WHEREAS Bankers Trust has em- 
phasized sales research and Valley 
National has stressed economic re- 
search, another variation is found at 
Security-First National Bank of Los 
Angeles where the research depart- 
ment devotes the bulk of its time to 
studies of internal bank problems. 
This was not always the case. The 
department is one of the pioneers in 
this field, having been established in 
1920, and in conjunction with the 
rapid migration to Southern California 
attention was at the outset devoted 
almost exclusively to furnishing infor- 
mation to persons and organizations 
outside the bank, especially to new- 
comers. During depression Thirties, 
however, emphasis was shifted to 
research which would aid the bank’s 
officers in meeting the grave problems 
of that time, and in the years that 
have followed about two-thirds of the 
department’s work has been internal 
in character. It has included branch 
location studies, analysis of banking 
trends, analysis of the real estate 
market, a wide range of commodity 


Valley National Bank, Phoenix, specializes in economic research 


HERBERT A. LEGGETT, 
Vice-president 


MINTON I. MOORE, 
Statistician 


LILLIAN SCHMIDT 
Secretary 

















Meeting of the research staff* 








Trust investment division, research department 


Research activities, Central National Bank of Cleveland, now centralized in new department 


studies, preparation and circulation to 
loan officers of a weekly commodity 
price list, industry reports, etc. 

The principal customer relations 
activity of the research department is 
the preparation of a Monthly Summary 
of Business Conditions in Southern 
California, which has a circulation of 
12,500 copies. News releases based 
on the summary appear monthly in 
from 40 to 60 newspapers and maga- 
zines, the United Press uses it for a 
wire story, and parts of the summary 
are broadcasted each month on several 
radio stations. 

F. G. Larkin, Jr., assistant vice- 
president, is manager of Security- 
First’s research department. The 
assistant manager is C. C. Jamison. 
The staff consists of four research men 
and three women assistants, and the 
department is responsible directly to 
the president. It performs considera- 
ble work for the central loan, real 
estate and cashier’s departments, but 
functions independently of them. 


TILL another variation is the engi- 
neering research department at 
Wells Fargo Bank & Union Trust Co., 
San Francisco, under the direction of 
Assistant Vice-president F. T. Letch- 
field. This department deals with the 
physical rather than financial prob- 
lems of industries, and advises on such 
matters as location of plant sites, 
water supplies, construction plans and 
technical personnel. Close touch with 
technical progress in American indus- 
try is maintained through personal 
visits, with possible application to 
Pacific Coast industry in mind. 
Information is also provided to 
other departments within the bank. 
The credit department calls‘ on Mr. 
Letchfield for explanation and appraisal 
of technical aspects of industrial oper- 


ry 


ations, and similar inquiries come from 
the analytical department having to 
do with investments. Appraisals are 
likewise made on industrial possibili- 
ties of new inventions. 

In addition, the Wells Fargo Bank 
maintains a separate research depart- 
ment which collects statistics and data 
covering current business trends and 
conditions. These are digested and 
published in a monthly bulletin, The 
Business Outlook, for distribution to 
customers and friends. 

To some extent, the research func- 
tion appears to follow a geographical 
pattern, based on local needs. Whereas 
eastern banks perhaps tend to em- 
phasize economic statistics dealing 
with the range of commodity prices, 
retail inventories, the mo market, 
etc., on the West Coast the Baas seem 
more concerned with gathering thfor- 
mation which will be helpful in answer- 
ing numerous inquiries as to branch 
locations and Western markets. 

In some of the large San Francisco 
banks, such matters are not handled 
by research departments but as major 
assignments by the senior officers best 
informed on the type of business in- 
volved. This is the policy at such 
institutions as American Trust Com- 
pany, Anglo California National Bank 
and Crocker First National Bank. 

Bank of America has for many 
years maintained analysis and re- 
search facilities under the direction 
of D. S. Langsdorf, statistician, who 
collects economic data for manage- 
ment reference covering every county 
and community throughout the state. 
This intormation is available to busi- 


*Left to right . R. E. Mayne; D. S. Clarke, 
manager, credit department; Vice-presi- 
dent R. H. Metzner, research director; 

J. J. Schultz and G. H. Sell 


nessmen through the bank’s business 
extension department, which main- 
tains files of information on Cali- 
fornia’s resources, industrial growth, 
business opportunities and marketing 
possibilities. In the industrial field. 
for example, if some major chemical 
company desires to locate a California 
plant where a tremendous volume of 
water is required, along with waste 
disposal outlets, the department can 
advise regarding such locations. 

Supplementing such research is the 
work of the bank’s Small Business 
Advisory Service. This department 
takes the extensive information issued 
on popular lines of business by trade 
associations and other sources, ana- 
lyzes and digests it, then distributes 
the information in concentrated form 
through a series of pamphlets. These 
summarize the requirements, hazards, 
percentage costs and problems to be 
met in such fields as the restaurant 
business, home appliance business, 
women’s ready-to-wear stores, and 
so on. 


UITE broad in planned scope is 

the new research department estab- 
lished by the Central National Bank 
of Cleveland. A basic purpose is the 
co-ordination of all research activities 
within the bank, with the eventual 
elimination of such work on a depart- 
mental basis. 

Heading the department is R. H. 
Metzner, vice-president, who is di- 
rectly responsible to the president and 
has under his general supervision the 
staffs of the trust investment division 
and the credit division. At the outset 
these staffs are continuing to function 
as independent units, but eventually 
it is planned to build up a research 
director’s staff to take over financial 

See BANK RESEARCH—Page 54 
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Mystery of a $50,000 ledger entry 
which was never closed out after 


the bank failed 


MR. CLOTHE 


frames at 
Aev Expert 


By 
FRED COPELAND 


HE display of freckles on Mr. 
Sidney Jaggers’ face made you 
look twice. 

Cashier John Atwood, his eyebrows 
still raised in astonishment, led the 
freckled visitor into the front office 
of the Ferndale National Bank. 

“Mr. Sidney Jaggers to see you,” 
he announced to Director Clutchbill. 

“I have called in the interests of 
my friend, Mr. Quilp Squeers of 
Squeers Point, Vermont, concerning 
the disappearance of $50,000 from an 
old bank there. The Lakeport Trust 
Company over our way informed me 
you are successful in such investiga- 
tions.” 

Mr. Clutchbill took off his spectacles 
which had been hanging lopsided on 
his nose, and quickly side-glanced 
again at the visitor’s freckled face. 

“Fifty thousand-d! Aren’t you mis- 
taken? There is no bank at Squeers 
Point.” 

Sidney Jaggers smiled politely. 
“There was one in the 1870’s. It was 
owned by Mr. Squeers’ grandfather, 
and failed in the panic of ’73. I am 
summering there on the lake. Re- 
cently Mr. Squeers invited me to have 
a look at the old banking room. While 
amusing ourselves with the moldy 
ledgers we came upon a strange entry: 
‘Our Italian Banker . . . $50,000.’ The 
sum appears never to have been closed 
out after the bank failed. Would 
you be willing to look at the situation, 
sir?” 

“Wha... why,” nodded Mr. Clutch- 
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bill at last, “I could 
look at it, but...” 

“That’s awfully good 
of you,” broke in Mr. 
Sidney Jaggers. “I 
have a car here and 
can take you over.” 

That afternoon 
Director Clutchbill 
found himself shaking 
hands with Mr. Quilp 
Squeers who looked up 
at him with a pair of 
timid, trusting blue 
eyes from a pale, clean- 
shaven face. Mr. Clutchbill, because 
of a growing suspicion, studied the 
man closely, and placed him at about 
sixty years. He then glanced curi- 
ously down at the lake shore at two 
ancient buildings. 

Across the larger building, a hoary 
three-story brick warehouse, ran faint 
ghostly letters: “Zadock Q. Squeers — 
1842.” 

‘The little one to the left is the old 
bank,” explained Mr. Squeers. 

With intent interest Mr. Clutchbill 
regarded the little brick building’s 
closed iron shutters. It, too, had 
weathered letters over its door: 
“‘Squeers’ Bank.” 

“I am most interested to see the 
bank,” said Mr. Clutchbill. 

Mr. Squeers led the way down what 
had been an old lawn, and a few mo- 
ments later lowered his small gray 
head beside the weather-channeled 
door. He inserted a large blackened 
brass key, crowded his body tightly 
against the door, wheezed nasally and 
after a moment’s fumbling the door 
grated inward. 

“a aoe 


rather old-fashioned 


Mr. Clutchbill sat studying the strange entry 


smell,”’ apologized Mr. Squeers strug- 
gling in the gloom with the solid old 
iron window shutters. 

The eerie flow of light revealed a 
room of lofty ceiling. A dark walnut 
counter partition, blue with mold, cut 
the room in a right angle, leaving a 
small lobby. Dust-coated Windsor 
chairs stood against the walls, and 
above them a pale-faced map and 
framed prints clinging with undying 
vitality to a last trace of color. With 
aristocratic dignity the iron door of a 
vault, bearing a shred of pale gold 
lettering rose in a corner. 

“Hm’f! The oldest one I was ever 
in,” said Mr. Clutchbill staring around. 

“If you will excuse me a moment,” 
apologized Mr. Jaggers, “I'll nip down 
and tell Mrs. Jaggers I’m back.” 

The moment he was gone Mr. 
Clutchbill suddenly turned to Mr. 
Squeers. 

‘“*Em-m —eh, you are well acquainted 
with Mr. Jaggers?”’ 

“Oh yes, he and his wife have been 
down at the house two weeks; | 
rented it to them.” 

See MR. CLUTCHBILL—Page 55 
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IN PHILADELPHIA... 


Bank, foe a lank 


Why do well over a thousand banks have 


The Philadelphia National as correspondent? 
Partly because we have the necessary resources and facilities . . . 


More than that, because we have a long history 
of successful cooperation with other banks, 
experience in all forms of banking, 


familiarity with the needs of both banks and their customers. 


We shall be pleased to serve as your Philadelphia correspondent. 


Will you call on us? 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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WASHINGTON VIEWPOINT 








Credit Control 


Considerable controversy has cen- 
tered on the President’s suggestion to 
control bank credit. 

Marriner S. Eccles, chairman of 
the Federal Reserve Board, outlined 
the bank credit aspects of the over-all 
plan, before the Senate Banking and 
Currency Committee. Generally, 
Eccles asked Congress to give the 
Reserve Board authority to require 
commercial banks to set up a new 
‘“‘special reserve fund” out of their 
deposits. 

This special reserve would not be 
available for lending and hence would 
curtail the banks’ powers to expand 
the credit supply. 

In effect, Mr. Eccles’ proposal 
would increase the liquid reserves 
that banks are now required to keep. 
The major difference between the 
Eccles plan and simply increasing 
reserve requirements is that the “spe- 
cial reserve” need not be entirely in 
cash, but could include holdings of 
Treasury securities and inter-bank 
deposits. 


ME. Eccles’ plan was opposed by 

the Reserve Board’s own Advisory 
Council, composed of representative 
private bankers. It was also criticized 
by Secretary of the Treasury John W. 
Snyder on the grounds that it would 
not accomplish its purpose of deflating 
the credit supply. 

Mr. Eccles suggested additional 
reserves of 25 per cent on demand 
deposits and 10 per cent on “time,” or 
savings deposits. 

The Federal Reserve Board already 
has authority to require reserves of 
14 per cent for “country” banks, 20 
per cent for banks in reserve cities and 
26 per cent for those in central reserve 
cities —New York and Chicago. The 
maximum requirements are now in 
effect in all except New York and 
Chicago where only 20 per cent is 
required at present. 

Mr. Eccles was also critical of the 
easy availability of mortgage credit, 
the farm price support program, com- 
modity margin requirements and the 
fact that not enough emphasis was 
placed in the President’s program of 
encouraging production to sop up ex- 
cessive demand for goods. 

Mr. Snyder testified that continued 
retirement of bank-held debt and an 
intensified savings bond sales cam- 
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By N. P. GREGORY, 


Washington Correspondent 


paign were needed to stem the infla- 


tionary spiral. 


“The most effective types of credit 
controls are those which strike at 
individual forms of credit extension 


which are contributing to inflationary 
pressures,” Mr. Snyder told the Senate 
Banking and Currency Committee. 
The most important single form of 
such credit extension at the present 








THE DIRECT APPROACH TO FILING 
Ge, DIRECT NAME SYSTEM 





HOW IT WORKS 


SIMPLE 


FAST 


ECONOMICAL 











You go directly to the name you are seeking. The 
alphabetic guides are angled for perfect visibility. 
There are no hidden tabs because the system is 
divided into three separate working sections—The 
alphabetic (center), individual names (right), and 
the miscellaneous or inactive accounts (left). The 
result is skyline visibility for effortless, accurate 
filing and finding. 


Anyone who knows the alphabet and can count is 


able to operate the filing system with a few minutes 
training. 


Actual stop-watch tests made in over one hundred 
business offices prove that papers filed by this system 
can be found in less than 10 seconds. 


The cost of installing the ““Y andE” Direct Name 
System is more than repaid by the executive time 
saved when papers are wanted. The capacity of 
each filing clerk is automatically increased. 
| You open the drawer. Your eyes seek the 
center and there, a row of alphabetic 
guides stare up at you. You can in- 
stantly locate the desired subdivision. 


Behind the guide you find the folder you 
are seeking identified by the name you 
have in mind. It is natural, simple and 
effortless. 


2 


Miscellaneous folders containing small 
accounts. 


5 J 


The alphabetic and subdivision guides are num- 
bered. All individual folders and miscellaneous 
folders bear the same number as the guide behind 
which they are filed. This permits returning folders 
to the file by number and is a check against mis- 
filing. Furnished in sets of 25 to 10,000 or more 
subdivisions. 


FOR YOUR OFFICE write for complete information on the 
“Y and E” Direct Name Filing System. 


YAWMAN 4’? FRBE MFG.(C. 


1044 JAY STREET, ROCHESTER 3, N. Y. 
FOREMOST FOR MORE THAN 65 YEARS 








Whats.alike about these diferent businesses 7 


Replacement parts for the 
aviation industry must be 
received fast. This busi- 
ness is a big user of Air 
Express. Speed pays. 





Everything from fountain pens to 
serums and medicines flies these days 
by Air Express. Importers and 
Exporters, too, find Speed pays. 


Builders get what’s needed 

the fastest way —by Air 

“ Express. No holdups! 
Speed pays. 











Speed pays in your business, too! 


Air Express helps keep your business in high gear. Because your ship- 

ments go on all flights of Scheduled Airlines, there’s no delay. That, 

_ door-to-door service—at no extra cost—makes Air Express the 
astest ible way to ship. Rates are low: 16 lbs. goes 1400 miles 

for $6. 4 lbs. for $2.04. Use it regularly. 

e Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. 

e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 


Just phone your local Air Express Division, Railway Express Agency 
for fast shipping action. 









GETS THERE FIRST 





Rates include pick-up and delivery door 
to door in all principal towns and cities. 


AIR EXPRESS, A SERVICE 
OF RAILWAY EXPRESS 
AGENCY AND 


tHe scheputcep AIRLINES of tne united states 














time is in consumer credit. 

The Secretary also said that he was 
opposed to a cut in taxes until the 
present tax structure was overhauled 
and insisted that the $17,000,000,000 
Marshall plan be financed from a 
Treasury surplus. 

Edward E. Brown, chairman of the 
board of the First National Bank of 
Chicago and president of the Federal 
Reserve Advisory. Council labeled Mr. 
Eccles’ special reserve plan as “im- 
practical and unfair.” 

“The special reserve plan proposed 
by Governor Eccles would not have 
any material effect in reducing infla- 
tion,” Mr. Brown said. “It might 
well cause a great deal of difficulty to 
the economy of the country and bring 
about a restriction of production and 
distribution. 

“We have in this country, in addi- 
tion. to currency and bank deposits, 
large amounts of savings deposits, 
both in commercial banks and in 
mutual savings banks. We have out- 
standing over $50,000,000,000 of sav- 
ings bonds and notes, which are cash- 
able on demand, and some of which 
are continually being cashed.” 


ALLAN Sproul, president of the Fed- 

eral Reserve Bank of New York 
and vice-chairman of the Federal Open 
Market Committee, also _ testified 
against Mr. Eccles’ plan. Mr. Sproul, 
however, supported restoration of con- 
sumer credit controls and agreed with 
Mr. Brown that taxes should remain 
at current levels. 

John D. Goodloe, head of the Recon- 
struction Finance Corporation, claimed 
that if the secondary reserve plan was 
put into effect the RFC would experi- 
ence a heavy demand for loans. He 
disclosed that the RFC has directed 
its thirty-one loan offices across the 
nation to deny all loans they suspect 
to be speculative or otherwise infla- 
tionary. 

Mr. Goodloe specified the following 
examples of inflationary loans: 

1. Those permitting an applicant 
to build inventories “beyond essential 
needs,”’ especially where he “‘is specu- 
lating in products not related to his 
business, either quantitatively or quali- 
tatively.” 

2. Those which will “result in the 
use of materials and labor for the con- 
struction of facilities which will not 
come into operation until some remote 
future date.” 

3. Those which will result in the 
diversion of scarce goods for non-essen- 
tial purposes. 

In addition, the Comptroller of the 
Currency, Supervisors of State Banks 
and the Federal Deposit Insurance 
Corporation have instructed commer- 
cial banks to “carefully screen” new 
loans in an effort to adopt a self- 
policing policy. 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 





Maximum credit service with minimum risk...through 
Warehouse Receipt Loans against inventory... for 
those customers who require accommodation in ex- 
cess of open-line limits. You are assured of maximum 
service with elimination of risk in connection with 
the bailment, the care and the preservation of the 
inventory, through our Field Warehouse Service. 


. 
OPERATING OFFICES 


Royal Bldg., Albany 1, Ga. » Healey Bidg., Atlanta 3, Ga. + 60 State St., Boston 9, Mass. 

Rand Blidg., Buffalo 3, N. Y. + Liberty Life Bldg., Charlotte 2, N. C. * 120 So. LaSalle St., 

Chicago 3, Ill. * Construction Bildg., Dallas 1, Texas - National Bank Bldg., Detroit, Mich. 

Lemcke Bldg., Indianapolis, Ind. * 121 W. Forsyth St., Jacksonville 2, Fla. * First Natl. 

Bank Bidg., Memphis 3, Tenn. * 16 South Broad St., Philadelphia 2, Pa. + Keystone 

Bidg., Pittsburgh 22, Pa. + 8th & Locust Sts., St. Paul 1, Minn. » 222 Spring St., Shreve- 
port 69, La. + Hills Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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C¥ow/ Nhe Newest Achievement of Famous 
_Globe-Wernicke Engineering! 





4 
! 
: 


Sleek, Graceful Beauty... 
New, Exclusive Advantages 
for Amazing Work Efficiency! 


New G/W Streamliner Desks represent 
years of study and survey—years of re- 
search and famous Globe-Wernicke engi- 
neering know-how, to give you the last 
word in a wonderfully efficient working 
desk with an added bonus of eye appeal. 
Every outside edge of the Streamliner 
Desk is sleekly rounded to protect the per- 
son and clothing, and to provide maximum 
working space. The smooth, full sweeping 





k will 


Pedestal Construction — The wrap 
around pedestal shell eliminates 
all panels, gives you smooth 
flowing beauty and provides 
maximum strength, 


- Wernicke 





Feather-Touch, Silent Drawer Opera- 
tion—All drawers ride on a float- 
ing roller suspension, that makes 
possible smooth, silent feather- 
touch operation. 





DOUBLE PEDESTAL FLAT TOP DESK shown is of : 
enerous proportions and graceful design. 
uipped with four box drawers and one stor- 
age or filing drawer. 60” or 66” top, it is 304” 
high, 323%” deep. 
top with non-obstructed linoleum corners, 
is a remarkable advance in top construc- 
tion. Drawers within pedestals are. com- 
pletely interchangeable. Your choice of 
handsome seal grey finish or green. 
See them at your Globe-Wernicke dealer, 
or write the Globe-Wernicke Co., Nor- 
wood, Cincinnati 12, Ohio. 






Formed Linoleum Top—Exclusive, 
patent-applied-for process elimi- 
nates end cowling and metal cor- 
ner caps. Rounded corners give 
more working area. 
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Consumer Credit Control 


A request by Marriner S. Eccles, 
chairman of the Federal Reserve 
Board, for permanent consumer credit 
controls was rejected by the banking 
fraternity and the Senate Banking and 
Currency Committee. 

The Senate, however, by a voice 
vote approved the so-called Buck bill, 
introduced by Senator C. Douglas 
Buck, Republican of Delaware, em- 
powering the Federal Reserve Board 
to continue credit controls until March 
15, 1949. The bill repealed the resolu- 
tion which ended Regulation W on 
November 1, 1947. 

However, the House Banking and 
Currency Committee has not acted on 
a similar measure, and no legislation 
will be enacted on the House side until 
the regular session convenes. 

Re-enactment of credit controls was 
one of the major points in President 
Truman’s anti-inflation plan.. Gener- 
ally, Regulation W required down 
payments of one-third and full maturi- 
ties within 15 months. 

Federal Reserve Governor R. M. 
Evans, who appeared on behalf of the 
board and argued for resumption of 
consumer credit controls, urged that 
the power be revived for at least three 
years. 

“The need for regulation is acute at 
the present time, but the need is not 
merely a temporary one,” Mr. Evans 
said. ‘Experience has shown that 
excessive expansion and subsequent 
contraction of consumer installment 
credit contributes substantially to 
economic instability.” 

Mr. Evans emphasized that controls 
should apply not alone to installment 
buying of so-called durable goods — 
such as automobiles, washing machines 
and refrigerators —but to “installment 
credit for other consumer purposes.” 

Kenneth R. Cravens, vice-president, 
Mercantile-Commerce Bank and Trust 
Co., St. Louis, representing the Ameri- 
can Bankers Association, said that 
Congress should turn down Mr. Tru- 
man’s request for restoration of con- 
sumer credit controls as a means of 
fighting inflation. 

“The association does not believe 
that consumer credit constitutes a 
critical area in the inflation pattern, 
nor does it believe that re-imposition 
of consumer credit controls will act as 
a significant deterrent to the inflation- 
ary forces presently at work,” Mr. 
Cravens said. 

“The inflationary pressures on prices 
do not stem from installment buying 
but from the vast purchasing power 
in the hands of the public, generated 
by the wartime fiscal practices of the 
government and continued excessive 
spending by the government. These 
facts.appear to be overlooked in the 
discussion about inflation.” 
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Tune in 
ABC Network 
WEDNESDAYS 

8:30 P.M. EST 


Consult your paper 
for local time 





BANKS already are reporting that VOX POP is 
bringing in business — increasing their sales of 
American Express Travelers Cheques — increasing 
bank customer traffic! 

And no wonder! —for this new American Express 
Travelers Cheque show is the biggest promotion 
for Travelers Cheques ever undertaken anywhere! 

Get your share of this new business. Set up your 
own local promotion of American Express Travel- 
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Going Great Guns! 


AMERICAN EXPRESS 


Travelers Cheques 
on the Air with 


YOX POP 


the Show that Travels America 
with Parks Johnson and Warren Hull! 


ers Cheques. Four-fifths of the selling job is com- 
pleted before you start. Recommend American Ex- 
press Travelers Cheques to your clients—then watch 


ooantat 
sales climb! : 
Expaes® 


For effective point-of-sale promotion material 
write W. H. Stetser, Vice President, American 
Express Company, 65 Broadway, New York 6. 














Sell Your Customers 


AMERICAN EXPRESS 


Travelers Cheques 


most widely known— most readily accepted 
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repared by LAWRENCE 


...tO help inform the businessman 
who needs to borrow 


beyond his open line of credit 





“This new FREE BOOK can increase your opportunities 


to make safe, profitable loans through warehouse 
recepts issued by America’s largest, strongest and 

most experienced field warehouse organization. 
Write us for extra copies without charge for 


distribution to your clients. 





] AWRENCE \WAREHOUSE (OMPANY 


NATIONWIDE FIELD WAREHOUSING 


DIVISION OFFICES: 
SAN FRANCISCO I1, CALIF. CHICAGO 2, ILL. NEW YORK 5, N.Y. 
37 Drumm Street IN. LaSalle Street 72 Wall Street 


Los Angeles ¢ Boston * Philadelphia © Pittsburgh © Buffalo © Cleveland © Cincinnati 

Kansas City © St.Louis © Atlanta * Charlotte © Jacksonville © New Orieans © Houston 

Dallas © Denver * Phoenix © Seattle * Portland * Stockton * Fresno * Washington, D.C. 
Manila, P. |. 




















G. I. Homestead Aet “ 


The House Veterans Committee is 
expected to begin hearings soon on the 
Veterans Homestead Act of 1948, a 
proposal backed by the American 
Legion, which would facilitate group 
buying and building by the veterans 
themselves in co-operative projects 
with an estimated cash outlay of $100 
per family. 

Provisions of the Homestead Act 
are: 

1. The Veterans Administration 
would be authorized to issue Federal 
charters to non-profit corporations to 
be known as Veterans Homestead 
Associations, upon applications of five 
or more honorably discharged veterans 
of World War II of good character and 
responsibility. 

2. Such Veterans Homestead groups 
would construct and purchase housing 
to be sold to veterans for occupancy 
by themselves, together with their 
families and dependents; construct, 
purchase, maintain and operate hous- 
ing to be rented to veterans; make 
loans to veterans for the purchase of 
housing. Veterans participating as 
members in the associations would be 
required to post $100. Housing units 
provided by this program could not 
cost more than $10,000. 

3.. The VA would completely guide 
and supervise the program. 

4. The permanent financing of prop- 
erty acquired or loans made by the 
homestead associations would be done 
by the medium of bonds sold by the 
VA (up to a total of $2,000,000,000) as 
the fiscal agent of these associations, 
and with the guaranty of payment by 
the Federal Government. The income 
derived by the purchasers of these 
bonds would be tax free, an incentive 
for private financial institutions to bid 
for and buy the bonds at low interest 
rates. 

5. Interim financing for such associ- 
ations, pending issuance of bonds, 
would be provided by loans from the 
VA. Such loans would be made from 
a revolving VA fund of $100,000,000. 

6. The Federal Works Administra- 
tion would be given $200,000,000 to 
make not in excess of 50 per cent 
grants-in-aid to states, cities, counties 
or other political subdivisions or associ- 
ations for provision of streets, side- 
walks, utilities, fire protection, street 
lighting, schools, recreational facili- 
ties, etc. 

Sd e +7 


Veterans Administration 


Carl R. Gray, Jr., newly appointed 
Administrator of the Veterans Adminis- 
tration brings to his post 35 years of 
business experience, including banking 
practice as vice-president of the Cen- 
tral Manufacturing District Bank, of 
Chicago. 
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A face you can trust? 


No such thing, according to policemen and 
psychologists! ...The tough egg may look like a 
milktoast, and refined features cloak a rogue. Solid 
citizens and shoplifters, burglars and bishops, too 
often have the same face values! 

Exception, your Honors! . . . You can trust 
the open, honest, face of the Pitney-Bowes Mailing 
Scale! . . . The hairline markings, widely spaced 
for visibility, are carefully calibrated, leave no 
doubt as to the exact weight of letter or parcel— 
so important in this day of Airmail. . . . Large, 
legible figures show rates per ounce up to 3 lbs., 
for Airmail, First and Third Class, Parcel Post 
by zones, Special Delivery, Special Handling. 

The automatic pendulum control is fast 
acting, speeds the mailing...insures a degree of 
accuracy that saves excess postage, and delay, 
embarrassment, the bad impression resulting 
from mail that arrives “Postage Due” . . . The 
large flat tray in front of the face saves motions 
and handling. 

This PB scale will outlast any ordinary scale, 
more than pay for itself in postage and time 
saved ...is a good investment in any bank... 
For full information, call the nearest office of 


Pitney-Bowes, or write for illustrated folder. 
Also available: a special 20 
oz. Airmail model and a 70 


% P | T N FY- B ow FE 7 1b. oe Post scale. 
@) 


= Mailing Scale 


PITNEY-BOWES, INC., 3124 Pacific St., Stamford, Conn. 
... originators of the postage meter, world’s 
largest manufacturers of mailing machines. 
Offices in 63 cities in the U.S. and Canada 
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“THE ANSWER TO VAULT-UPKEEP \ 





IN A DAMP COASTAL CLIMATE” 











he enthusiastic, unsolicited testimonial 


by The Seaboard Citizens National Bank of Nor- 
folk, reproduced (with permission) here, points 
out one of the important advantages of H.H.M. 


Stainless Steel Vault Equipment. 


Whether you are located in a coastal city or in an inland town, there are other great 

This 7-inch Laminated advantages of this modern equipment which deserve careful consideration. Stainless 
. ae . ¢ . . . . . 

Stainless Steel Vault En- steel finish for bank vault entrances . . . interlocking channel frame vestibule . . . stain- 


trance is helping to cut 
maintenance costs for the 


less steel safe deposit boxes . . . instantly changeable keys for safety deposit box 





Seaboard Citisens National locks . . . these are just a few of the many improvements pioneered by Herring-Hall- 
Bank of Norfolk 





Marvin engineers. If you are considering new construction or remodel- 
ing, write, wire or telephone us today. Your inquiry will be referred 
promptly to a competent, technically wanes representative in your 
own section of the country. 


HERRING - HALL - MARVIN SAFE CO. 


General Offices 
HAMILTON, OHIO 


BRANCH OFFICES 


In New York, Chicago, Boston, Wash- 
ington, St. Louis, Atlanta, Houston, 
Philadelphia, San Francisco, Los 
Angeles, Detroit, bMinnear ant om 

. Char- 


Manufacturers of Bonk Vault Equipment—Bank Counters 
—Tellers Buses and Lockers—Safe Deposit Boxes— 
Night Depositories—-Bank and Office Safes 





BUILDERS .OF THE UNITED STATES SILVER STORAGE 
* VAULTS AT WEST POINT 
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THE PERSONALITY SPOTLIGHT 








Lloyd DeWitt Brace, named at 
44 to the presidency of the First 
National Bank of Boston, becomes 
one of the youngest men in the coun- 
try to head a bank of this size. He 
succeeds Charles E. Spencer, Jr., 
president since 1939, who has been 
elected chairman of the board. 

Mr. Brace, known to his associates 
as ‘‘Jock,”’ has been on First Na- 
tional’s staff since his graduation 
from Dartmouth in 1925. He was 
elected assistant cashier in 1928, 
assistant vice-president in 1929, vice- 
president in 1932, and a director in 
1942. He is a nephew of the late 
Daniel G. Wing, president of the 
bank from 1903 to 1926, and board 
chairman from 1926 to 1935. 

Considered hard working and bril- 
liant, Mr. Brace has continued to 
enjoy in his banking career the nota- 
ble personal popularity which dis- 
tinguished his undergraduate years 
at Dartmouth. 

One of the new president’s major 
interests at First National has been 
the development of the bank’s South 
American offices. 

Mr. Brace is a trustee of the Boston 
Five Cents Savings Bank and a 
member of the stockholders’ advisory 
committee, Federal Reserve Bank of 
Boston. 

Four First National vice-presi- 
dents, Robert G. Emerson, W. Lati- 
mer Gray, Serge Semenenko and 
John E. Toulmin, have been made 
senior vice-presidents. 


e 


Retirement plan provisions have 
brought about extensive executive 
changes at The First Boston Corpo- 
ration. John R. Macomber, board 
chairman, and Allan M. Pope, 


‘ 


CHARLES E. SPENCER, JR. 





LLOYD DeWITT BRACE 


First National of Boston has 44-year-old president 


president, who have held their re- 
spective positions during the 13-year 
life of the present investment bank- 
ing firm, retired on December 31. 
They continue as directors. 

Harry M. Addinsell, chairman 
of the executive committee since the 
corporation was organized in 1934, 
has been elected chairman of the 
board. 

James Coggeshall, Jr., execu- 
tive vice-president, has been named 
president. George D. Woods, execu- 
tive vice-president, has been elected 
chairman of the executive committee. 

Duncan R. Linsley and Aubrey 
G. Lanston, vice-presidents in New 
York, and William H. Potter, Jr., 
vice-president in Boston, have been 
advanced to executive vice-presi- 
dents. 

The executive committee now con- 
sists of the foregoing six officers and 


Retirements bring around their promotions to the top 


H. M. ADDINSELL 
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J. COGGESHALL, JR. 


G. D. WOODS 





the three senior vice-presidents, 
Nevil Ford, Eugene I. Cowell and 
R. Parker Kuhn. 
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After 16 years as president of the 
Citizens National Bank at Lubbock, 
Texas, Sam C. 
Arnett has re- 
signed to devote 
more time to his 
ranch interests 
and to catch up 
on some hunt- 
ing and fishing. 
His successor 
is George E. 
Benson, vice- 
president since 
1931, who is 
also a ranch 
owner and has extensive business 
interests in Lubbock. He served for 
ten years as president of the local 
First Federal Savings and Loan 
Association. 

Another change at the bank is the 
resignation of Jack Payne as cashier, 
and the naming of N. Harold Munn 
to succeed him. 














G. E. BENSON 


° 


William L. DeBost, president of 
the Union Dime Savings Bank in 
New York City since 1924, has been 
made chairman of the board and 
remains chief executive. J. Wilbur 
Lewis, executive vice-president, has 
been advanced to presidency. 

Mr. Lewis started his business 
career with the Union Dime in 1911. 
For some years he has supervised the 
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bank’s bond investments, as well as 
having general supervision of all 
banking activities. 


Waitman C. Given, vice-presi- 
dent of the Central National Bank 
of Cleveland since 1934, has been 
elected president of the First Hunt- 
ington National Bank, Huntington, 
West Virginia. Before joining Cen- 
tral National, Mr. Given was Bank- 
ing Commissioner in West Virginia. 


° 


At the First National Bank & 
Trust Company, Fargo, North Da- 
kota, Harold D. Crosby has been 
made president following the death 
of Gordon H. Nesbit. Mr. Crosby 
joined the bank in 1914 as auditor, 
and has been vice-president and trust 
officer for the past 25 years. 


* 


Ostrom Enders, formerly first 
vice-president, has been elected presi- 
dent of the Hartford National Bank 
and Trust Company, Hartford, Con- 
necticut, succeeding the late Robert 
B. Newell. ; 

Mr. Enders joined the bank as a 
clerk shortly after graduating from 
Yale University in 1925, and except 
for a period of service as an officer in 





OSTROM ENDERS 


Heads the Hartford National 


the U. S. Navy during World War II 
he has been associated with the bank 
since that time. He is a former presi- 
dent of the Connecticut Bankers 
Association. 

Other promotions include the elec- 
tion of Maynard T. Hazen as 
senior vice-president in the trust 
department, and Milton H. Glover 
as senior vice-president in the bank- 
ing department. 





Twenty-three promotions, | 
advancements and changes in titles 
of officers have been made at the 
Citizens & Southern National Bank 
in Georgia. According to President 
Mills B. Lane, Jr., these represent not 
only personal recognition but also 


’ improvements in organization struc- 


ture. 

To define more clearly executive 
direction in each city where the bank 
operates, the senior vice-president in 
each office has been given the title of 
executive vice-president. The vice- 
presidents thus designated are: 
Henry M. Garwes, Savannah; 
James Sartor, Augusta; T. I. Den- 
mark, Macon; A. Fleming Winn, 
Valdosta; and Robert V. Watter- 
son, Athens. In Atlanta, L. L. 
Gellerstedt already carried the title 
of executive vice-president. 

A further division of titles and 
duties for officers has resulted from 
the creation of new cashiers, where 
formerly a vice-president carried this 
title in combination. The following 
assistant cashiers were thus ad- 
vanced to cashiers: N. Rountree 
Youmans in Savannah, O. W. Deas 
in Augusta, and John Carr in 
Macon. In Atlanta, C. Wilson 
Clonts, formerly assistant vice- 
president, has been elected cashier. 

Four new vice-presidents have 





YOUR CLIENTS CAN “BANK ON” 


NCB 


TRAVELERS CHECKS 


—so can you! 


We make the selling of National 
City Bank Travelers Checks a bank’s 
business — YOUR bank’s! Every 
month, in national magazines, we 
tell millions of prospective travelers 
about the safety, convenience and 
economical protection of NCB Trav- 
elers Checks. Then, in every adver- 
tisement we tell readers where to buy 
We say— 


NCB Travelers Checks. 
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“BUY THEM AT YOUR BANK!” 


Your clients want a travelers check that they can 
“bank on“—one that is safe and spendable every- 
where. That means NCB Travelers Checks—backed 
by America’s greatest World-Wide Bank. 





You can bank on them, too! You get the full selling 
commission on every NCB Travelers Check you sell. 
It amounts to % of 1%. 


Available in denominations of $10, $20, $50 and 
$100. Cost 75¢ per $100. 


The NATIONAL CITY BANK of New York 


HEAD OFFICE 55 WALL STREET, NEW YORK 15, N.Y. 


Gist ive World Wide Banking 


Member Federal Deposit Insurance Corporation 


66 BRANCHES IN GREATER NEW YORK 


Burroughs Clearing House 








been named. Three of these, in 
Atlanta, are C. Norman Ramsey 
in charge of commercial new business, 
Ivy J. Shuman in charge of corre- 
spondent bank activity, and Thomas 
A. Moye who will be in charge of the 
correspondent bank service bureau. 
In Macon, Franklin Nash, formerly 
trust officer, was elected vice-presi- 
dent and trust officer, and will be in 
charge of the trust department. 

Two assistant cashiers, George E. 
Tomberlin in Atlanta and W. F. 
Frazier in Savannah, were advanced 
to assistant vice-presidents; and in 
Valdosta, Walter Hobbs, Jr., was 
named assistant cashier. 

An interesting development was 
the election of two women as bank 
officers, the first in the history of the 
bank. They are Miss Bessie Mann, 
now assistant cashier in charge of 
the women’s department of the 
Atlanta Main Office, and Mrs. 
Evelyn Worley, assistant cashier at 
the Atlanta Tenth Street Office. 
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The first new commercial bank in 
Denver for many years is the Moun- 
tain States 
Bank which 
opened its doors 
for business on 
November 24. 
It was organ- 
ized by officers 
and directors of 
the Finance In- 
dustrial Bank, 
and has taken 
over operations 

G & casein of the latter in- 
stitution. _Capi- 

tal funds total $250,000. Gene E. 
Griffith, the president, has been 
president of the Finance Corporation 
of Denver for the last 12 years and 
also president of the Finance Indus- 
trial Bank since its founding in 1943. 

The executive vice-president is 
Don Carney, who during the war 
was assistant chief of staff of the 
Twentieth Air Force on Guam, and 
formerly was a banker in New York 
City and Akron, Ohio. William G. 
Griffith, for the last two years vice- 
president of both the Finance Cor- 
poration and the Finance Industrial 
Bank, is vice-president’ and cashier 
of the new institution. Donald 
Kelley is assistant cashier. 














° 


Ross A. Budge, Robert L. Ho- 
guet, Jr., and James Thompson 
have Been named vice-presidents by 
National City Bank of New York. 
They were previously assistant vice- 
presidents. 

* 


The title of ‘“‘most distinguished 
private citizen’’ was bestowed upon 
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INVENTORIES COLLATERALIZED FOR COMMERCIAL LOANS 


ST. LOUIS 
TERMINAL WAREHOUSE 
COMPANY 














or SMALL 


-oethe size of the 
Inventory does not 
influence us on= 


J Prompt installation 
of Warehouse. 


2 Service to you and 
your customer. 


3 Prompt handling of 


your inquiry. 


WRITE OR WIRE OUR NEAREST OFFICE 



































ST. LOUIS TERMINAL 
WAREHOUSE CO. 


SERVING INDUSTRY OVER TWENTY YEARS 


ST. LOUIS 2, MO. * CHICAGO 3, ILL. » CINCINNATI 2, OHIO 
826 Clark First Natl. Bank Bldg. Carew Tower 


DALLAS 1, TEXAS * KANSAS CiTY 6, MO. * MEMPHIS 3, TENN. 
Construction Bldg. Waldheim Bldg. Sterick Bldg. 
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ADD THESE 
IMPORTANT 
BOOKS TO 
YOUR 
LIBRARY 











CENTRAL Wo, $5 
BANK! NG M. H. de KOCK, 
Ph. D. (Harvard) 
Now in its second edition, revised 
and brought up to date. Written 
by a central banker and trained 
economist who surveys in detail 
the entire field of central banking. 
Special chapters explain the Cen- 
tral Bank as: a bank of issue, as 
the governments banker, as custo- 
dian of commercial bank and na- 
tional reserves, as a_ rediscount 
agent, as a central clearing agent, 
as controller of credit, etc. Con- 
tains complete history, organiza- 


tion and functions of central 
banking. 


ELEMENTS of STATISTICS 
Arthur L. Bowley, Sc. D., Prof. of 
Statistics in the U. of London designed 
this text for advanced students specializ- 
ing in statistics. $6.00 


Essays in MONETARY THEORY 


by D. H. Robertson. A much trans- 
lated book, digesting recent papers on 
money and trade cycle theories. $3.00 


ECONOMICS and TECHNOLOGY 


Ferdynand Zweig, Prof. of Political 
Economy (U. of Cracow), analyzes re- 
adjustment between technological de- 
velopments and social progress. $2.25 


MONEY A revised, up-to-date study of 
its relation to rising and falling prices by 
Edwin Cannan (Eighth Edition). $2.25 


MONEY and the MACHINE AGE 


T. W. Wyatt answers the many economic 
questions regarding distribution, em- 
ployment, living standards and national- 
ism as are raised by modern production 
powers. $1.75 





WEALTH by Edwin Cannan, late Emer- 
itus Prof. of Political Economy. A 
standard, much translated study of 
Economic Welfare. $2.50 
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Nathan Adams, 78-year-old chair- 
man of the 
board of the 
First National. 
Bank in Dallas, 
at an impressive 
testimonial 
banquet ten- 
dered in his 
honor recently 
by the Dallas 
Chamber of 
Commerce. 
Mr. Adams 
started his 
banking career in 1888 as a general 
utility clerk with a predecessor bank. 
Beyond his accomplishments and 
progress in banking, he has won 
acclaim as “first citizen’ for his 
“colossal civic service.”” He has lead 
countless fund-raising campaigns, for 
example, and headed Texas war bond 
drives during both World Wars. 





NATHAN ADAMS 


° 


Arthur G. Hammond, in the 
commercial loan department, and 





A. G. HAMMOND 


F. J. HART 


Frank J. Hart, manager, credit 
department, have been named vice- 
presidents of American Trust Com- 
pany, San Francisco. Both were for- 
merly assistant vice-presidents. 


At the Third National Bank of 
Nashville, Vice-president Sam M. 
Fleming has been promoted to 
executive vice-president, Walter J. 
Diehl advanced from cashier and 
vice-president to senior vice-presi- 
dent, D. Webster Johnston moved 
from vice-president to first vice- 
president, and Sam H. Hunt was 
promoted from assistant vice-presi- 
dent to cashier.’ 
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Phillip Reid, formerly vice-presi- 
dent and cashier of the National 
City Bank of Dallas, has been named 
vice-president and a member of the 
board of directors. As reported in 
the December issue, Allen E. Mc- 
Murray has assumed the duties of 
cashier. 





’ A’ nationally prominent realtor, 
Kenneth S. Keyes, has been elected 
vice-chairman of the board of the 
Pan American Bank, Miami, Florida. 
He is a vice-president of the National 
Institute of Real Estate Managers, 
and a past president of the National 
Association of Real Estate Boards. 
The bank has also named Eduardo 
Morales, vice-president, to the board 
of directors. 
+ 


Cliff Wood has resigned as vice- 
president and head of the corre- 
spondent bank de- 
partment of the 
First National 
Bank of Memphis, 
to become associ- 
ated with the 
correspondent 
bank and general 
operations of the 
Republic Na- 
tional Bank of 
Dallas. He has 
been in banking 
since 1923, was a national bank 
examiner for 12 years, and has been 
with the First National in Memphis 
since 1941. 

His successor in charge of the 
correspondent bank department at 
the First National 
is Joe Denham, 
vice-president 
who has been con- 
nected with this 
activity since 1944, 
and was formerly 
manager of the 
bond depart- 
ment. Named to 
Mr. Denham’s 
post in the corre- 
spondent bank 
department is Joe H. Davis, who 
will represent the bank in Arkansas 
and adjacent territory. He previ- 





CLIFF WOOD 








E. F. MITCHELL 





J. DENHAM 


J. H. DAVIS 


ously headed the bond department, 
and the new manager is Early F. 
Mitchell, assistant vice-president, 
associated with the department since 
1934. 


Sd 


A recognized authority on the sub- 
ject of bank operations, Ernest L. 
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0. R. BUTTRAM E. L. STUCKER 


Stucker, has resigned as cashier of 
the National Bank of Tulsa and has 
become executive vice-president of 
the Peoples State Bank, fast-growing 
Tulsa suburban bank, in which he 
has acquired a financial interest. 

O. R. Buttram, National Bank 
of Tulsa auditor since 1941, has been 
advanced to cashier succeeding Mr. 
Stucker. M. Riley Renfrow, man- 
ager of the savings bond depart- 
ment, has been named auditor. 


& 


When Frank N. Belgrano, re- . 


cently elected president of the First 
National Bank of Portland, Oregon, 
arrived on the job he made plans to 
meet every staff member in the 
bank’s branch system. He accom- 
plished the get-acquainted tour by 





Cave men initiate Mr. Belgrano 


traveling 4,500 miles during a busy 
52 days. The accompanying photo 
shows one of the many memorable 
moments of the tour. The scene is 
the Grants Pass, Oregon, Rotary 
Club meeting at which guest speaker 
Belgrano was initiated into ‘The 
Cave Men of Grants Pass.”’ 


o 


At Evansville, Indiana, The Citi- 
zens National Bank and the Citizens 
Trust and Savings Bank have been 
combined into one national banking 
institution under the name of the 
Citizens National Bank of Evans- 
ville. F. J. Bernhardt, former presi- 
dent of The Citizens National Bank 
will act as president of the new bank 
while R. R. McGinnis, former presi- 
dent, Citizens Trust and Savings 
Bank, will be a vice-president. 
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To pay any amount from 1¢ to 99¢, inclusive, with the 


BRANDT AUTOMATIC CASHIER 


but ONE KEY IS DEPRESSED, the key corresponding to the 
amount to be paid 


Thus Speed and absolute Accuracy are assured in all coin pay- 
ments with the use of this equipment. 






There are TWO 
TYPES to select 
from ! 
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Model 100 


Coins are delivered to 
the teller and passed 
to the customer. 


Model 200 


Coins roll on edge quickly 


COIN HANDLING and quietly down the de- 
livery chute into the cup 


DEVICES SINCE from where they are re- 
1890 moved by the customer. 


BRANDT 


BRANDT AUSSRREE CASHIER COMPANY 


Watertown Wisconsin 
Please send complete information about BRANDT AUTOMATIC CASHIER— 
(_[] MODEL 100 [-] MODEL 200 


We also desire information regarding BRANDT PRODUCTS checked as follows: 
[|] COIN COUNTERS AND PACKAGERS. 
[] COIN SORTERS AND COUNTERS. 
[] COIN STORAGE TRAYS. 
(] COIN WRAPPERS AND BILL STRAPS. 


S| RS OD LF MEE EASE SATO ee Te MER ea Pe 


REA IRE Tp Eee SPREE Eat ANN DBA eee NER AUNT pms PMR Ee PN a (SAP aap = Ae 


“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
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He gets a prize if he doesn’t hit a Pennsylvania Company office! 


But it will be hard for the man in the picture to miss. 
Our 18 offices cover the industrial, business, resi- 
dential and suburban sections of Philadelphia — 
America’s third largest trading area. 

This means, of course, that our Correspondent 
Banks have 18 offices here too. If you join our 
Correspondent Bank family, you will have what 
amounts to personal representation in every area 
of Philadelphia. 

In addition, you can draw on the specialized 
experience of all our departments, at any time, to 
solve any problem. As our Correspondent, you 


automatically benefit by the background of a large 
commercial bank and one of the nation’s oldest 
and largest trust companies. 


Correspondents often tell us they enjoy the per- 
sonalized way in which we give this service. And 
they like the speed of our 24-hour-a-day transit 
service, our heavy use of air mail for check collec- 
tions. Stop in and see us when you're in town (our 
Correspondents use our offices as if they were their 
own when they’re here). Or drop us a line at our 
15th and Chestnut Sts. office. You'll learn a lot 
about the service and convenience we offer. 


THE 


PENNSYLVANIA 
COMPANY 


PHILADELPHIA 
MEMBER FEDERAL RESERVE SYSTEM @ 


for Banking and Trusts 
FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 
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JAMES MONTAGNES 











B. C. GARDNER 


G. R. BALL 


S. M. WEDD 


J. STEWART 


New top officers at Bank of Montreal and Canadian Bank of Commerce 


New Officers 


Gordon R. Ball has been appointed 
general manager of the Bank of Mont- 
real, succeeding B. C. Gardner, who 
has been appointed executive vice- 
president. Mr. Ball started with the 
Bank of Montreal at Perth, Ontario, 
33 years ago. He served at various 
branches of the bank before being 
appointed agent of the bank at New 
York, a post he held for three years. 
He then came from New York to take 
over the general managership of the 
Bank of Montreal. Mr. Ball, at 51 
years, is one of the youngest general 
managers in Canadian banking. 

Mr. Gardner has been general man- 
ager of the Bank of Montreal since 
1942, being promoted from assistant 
general manager, a post he took after 
being agent of the bank’s branch at 
New York. He joined the Bank of 
Montreal in 1906, and has just con- 
cluded a two-year term as president 
of the Canadian Bankers’ Association. 

James Stewart has been promoted to 
general manager of the Canadian Bank 
of Commerce and Stanley M. Wedd to 
executive vice-president, following the 
annual meeting of the bank at Toronto 
on December 9. Mr. Stewart saw 
service at various branches before 
coming to the head office at Toronto. 
He had been manager at New York, 
Hamilton, Halifax and Mexico City 
branches of the bank. In 1937 he was 
appointed assistant general manager. 

Mr. Wedd has been with the Cana- 
dian Bank of Commerce for more than 
40 years having served in various 
branches in eastern Canada, becoming 
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chief inspector in 1928, assistant gen- 
eral manager in 1937 and _ general 
manager in 1942. He was elected a 
director in 1944 and a vice-president 
in 1945. He was president of the 
Canadian Bankers’ Association for 
1944 and 1945. 

Another important executive change 
is the election of C. E. Gavel, a direc- 
tor, as president of Banque Canadienne 
Nationale. He succeeds Beaudry Le- 
man, who resigned from the presi- 
dency for reasons of health. Mr. Le- 
man will remain as chairman of the 
board and financial advisor to the 
bank, which has its headquarters in 
Montreal. 

J. R. R. Gough has been appointed 
supervisor of bank premises of the 
Royal Bank of 
Canada, with 
headquarters at 
Montreal. He 
started with the 
bank at Sher- 
brooke, and has 
seen service at 
a number of 
branches in Que- 
bec Province. 
From 1939 to 
1946 he was with 
the Canadian 
Army overseas, being discharged as a 
brigadier in 1946, his last post being 
deputy adjutant general. 

Robert Henderson, 71, former assist- 
ant general manager of the Canada 
Permanent Mortgage Corporation, 
Toronto, died at Toronto on Novem- 
ber 22, after a prolonged illness. He 





J. R. R. GOUGH 


retired in February, 1947, after 54 
years with the company. 
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Annual Report Highlights 


Large increases in commercial loans 
as well as increases in deposits and 
profits featured annual reports of the 
first six of Canada’s ten banks to 


To stimulate immigration 
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“No thinking person can avoid the con- 
clusion that the logic of world events is 
rapidly forcing a further shift of economic 
and political centres of gravity from 
Europe to the New World. 

“Whether we like it or not, destiny has 
inexorably cast this country in a larger role. 

“... at thé present time, to countless 
people across the water, Canada with its 

nique combination of resources, li 


many empty-spaces. 


policy must be vigorous, 


a low level of existence, many of these 


Bank or MonTrREAL 
Canadas Pirst-establisbed Bank 


Mowscal at the Banl’s recent annual mecting would like te 





Destiny HAS CAST THIS COUNTRY 
INA Larger ROLE... 


people who could be and should be 
carving out a fuller life for chemselves in 
this country in which there are fat too 


“If ever there was a tithe when Canada 

should press forward with an immigration Hl 
programme, that time is now. Such a 

imagiontive . . . 
and highly selective from the standpoint 
of occupation and fitness for citizenship. © 
“Ao influx of new skills will be of 4 
immeasurable aid in bringing about the » 
further developmen of our induscrial | 


GEORGE W, SPINNEY, 


This quotation it from the addvess of the President of the Bank of 









































OF MODERN 
BANK 
MANAGEMENT 


Modern people choose a modern bank. Bankette’s 
modern directional and advertising signs are marks of 
progressive bank management. This company’s con- 
servative, edge-illuminated glass signs are aiding. effi- 
ciency and increasing the attractiveness of more and 
more banking quarters throughout the nation. 

When you build or remodel banking quarters, re- 
member that since 1925 Bankette has been a leader 
in the field of modern bank signs. 


Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE COMPANY 


INCORPORATED 


127 Federal Street 


Boston 














Now Available Prompt Deliveries 


STRAYER 


EASY SNAP FILE BOX ALL STEEL 
“Style C” SLIDING-DRAWER 


Corrugated Paper—Hinged Lid STO RAG E t i L E Ss 








150 Stock Sizes 








° MADE ANY SIZE TO YOUR SPECIFICATIONS. 


INTERLOCK IN STACK. 








We guarantee our Transfer Files to please you or no cost to you in the transaction 





..» MAIL ORDERS TO... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers.of BANK SUPPLIES Since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES — 
COIN BAGS —LOCK-SEAL NIGHT DEPOSITORY BAGS —COIN WRAPPERS 
CURRENCY STRAPS —BANK SPECIALTIES 














report for the fiscal year 1947. Bank 
presidents in their annual reports 
stressed the necessity of immigration 
to develop industrial capacity in 
Canada, the prospects of foreign trade, 
and inflation. 

First of Canada’s banks to report 
was Barclays Bank (Canada), with 
head office at Montreal, Total assets 
now stand at $34,715,399 as compared 
to $34,140,046 at September 30, 1946. 
Current loans are down slightly from 
$2,957,266 to $2,943,001, while call 
loans are up to $405,950 from $335,250 
in the year. The bank does not pub- 
lish its profits. Domestic business and 
foreign business increased materially 
in the year and the bank now has 
more accounts on its books than ever 
before, General Manager J. H. G. F. 
Vale told the general meeting at 
Montreal. Profits have remained satis- 
factory, but operating expenses in- 
creased substantially. 

The Imperial Bank of Canada, head 
office Toronto, in its 73rd annual 
report for year ending October 31, 
1947, showed net profit up from $717,- 
300 in 1946 to $840,660 after allowing 
for income taxes and depreciation for 
bank premises. Total assets are $415,- 
081,510 compared to $403,550,418 last 
year, a new high. Deposits also 
showed an increase to $377,841,638. 
Loans were up $57,000,000 in the year 
to a new high of $171,300,000. Com- 
mercial loans were distributed as fol- 
lows, according to a report of General 
Manager G. W. More: Agriculture 
$19,000,000, merchandising $34,000,- 
000, manufacturers of forest products 
$15,000,000, other manufacturers $35,- 
000,000, mining $2,000,000, public 
utilities $2,000,000, contractors for 
construction purposes $9,000,000, in- 
stitutions $2,000,000, miscellaneous 
business and personal loans $14,000,- 
000, financial $19,000,000, plus govern- 
ment loans. 

The Imperial Bank added eight new 
branches and two sub-branches during 
the year. 

An increase of more than $85,000,000 
in loans featured the 116th annual 
report of the Bank of Nova Scotia, 
head office Halifax, general office at 
Toronto. Net profits, after govern- 
ment taxes of $2,095,000 and depreci- 
ation of $399,433, amounted to $1,992,- 
277, compared to $1,588,455 in 1946. 
Total loans were $257,862,842 as 
against $172,234,605 in 1946. During 
the year deposits increased $23,119,000 
to $640,683,000, and total assets in- 
creased $18,269,000 to $714,444,000. 
Investment holdings were reduced by 
$70,750,000 to $289,789,000. 

The Dominion Bank, head office 
Toronto, in its 77th annual statement 
for year ending October 31, 1947, 
showed total assets of $360,000,000, 
highest in bank’s history. Net profits, 
after allowing for taxes of $1,254,757, 
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were $1,186,444, compared to $1,065,- 
046 last year. Commercial loans in the 
year increased by over $38,000,000 to 
$127,584,000. Total deposits were up 
$17,106,000 to $323,277,000. 

The Bank of Montreal, head office 
Montreal, in its 130th annual report, 
showed deposits at an all-time high of 
$1,783,000,000, up $47,000,000 during 
the year. Commercial loans were up 
39 per cent during 1947, and 91 per 
cent over 1945, totaling $407,757,463 
exclusive of government loans. Total 
assets were $1,898,000,000, compared 
with $1,844,000,000 in 1946. Quick 
assets were equivalent to 78.8 per cent 
of public liabilities. Net profits, after 
taxes of $4,156,000, amounted to 
$5,423,285, compared to $4,487,782 in 
1946. Construction of new branches 
and renovation of branches during the 
year caused a rise of $3,000,000 in 
value of premises to $13,000,000. 

B. C. Gardner, general manager of 
the Bank of Montreal, reported that 
the bank now has 1,600,000 deposit 
accounts, that the bank had opened 
28 branches and sub-agencies during 
the year (a new total of 526 branches), 
that its officers had visited banks in a 
number of countries during the year, 
that a staff training school had been 
started at Montreal, that its staff 
numbers 8,900 persons including many 
war veterans and that 56 per cent of 
the staff are women. 

George W. Spinney, president of the 
Bank of Montreal, stated that self- 
imposed restraint is needed to fight 
high prices by all classes of Canadians. 
He pointed out that Canada should 
forcibly direct her attention to ways 
and means of shaping a more balanced 
economy, thus “lessening our depend- 
ence on, and vulnerability to, in- 
fluences beyond our control.” 


‘THE Canadian Bank of Commerce in 

its 81st annual report pointed to a 
large increase in loans for financing 
production and trade. Total loans 
increased by over $108,000,000, of 
which $90,000,000 were added in 
Canada, and now stand at $377,102, 
012 for all branches of the bank in and 
outside Canada. Total assets were 
down slightly in the year from $1,441,- 
582,000 to $1,426,518,490. Smaller 
requirement by the Canadian Govern- 
ment for short-term financing ac- 
counted for a net drop of $125,000,000 
in the total of the bank’s securities, 
which were shown at $747,000,000. 
Interest-bearing deposits were up from 
$696,900,000 in 1946 to $770,365,000 
this year, while non-interest bearing 
accounts declined from $536,000,000 
last year to $478,000,000. Net profits 
were $3,201,108 after providing for 
taxes of $1,642,091 and depreciation 
of bank premises of $799,518, as com- 
pared ‘with net profits in 1946 of 
$2,851,240. 
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Ex-Congressman 


William H. Carter 


President 
William Carter Company 


Here is the bond paper pie chart of 
The William Carter Company, our 
country’s largest manufacturer of 
underwear for the entire family. 
This 83-year-old company makes 
wear-tested and laboratory-tested 
underwear for infants, children, boys 
and girls, juniors, misses, and men 
and women. Carter’s holds its cus- 
tomers, generation to generation, 
because it has always set the highest 
standards for underwear, both in 
style and in high quality. As with 
their new, all-nylon slip, which is 
sewed with nylon thread and trimmed 


' with Ametex* nylon lace, the Carter 


Company is thorough in everything 
they produce. In their infants’ and 
children’s lines, their Jiffon* shoulders 
and Nevabind* underarms show why, 
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in styling as well as in comfort and 
wear, the Carter name is at the top 
in the underwear world. 

The Carter Company has plants 
in Needham and Springfield, Mass., 
and in Barnesville, Ga. It has sales 
offices and display rooms in Boston, 
New York, Philadelphia, Chicago, San 
Francisco, Los Angeles and Dallas. 

Like Carter’s fine underwear, 
Balanced Certificate Bond is also a 
nationally famous product. Certifi- 
cate is fabricated in a balanced sheet 
with the correct pop test, tear and 
folding endurance for its fiber con- 
tent. For beauty and utility, on all 
types of printing machines and 
processes, specify balanced Certifi- 
cate — Bond, Opaque Bond, ie 
and Index. 


CERTIFICATE BOND 


Manufactured by Crocker-McElwain Co., Holyoke, Mass. 























The Certificate Family of balanced papers, bond, opaque, ledger 
and index, 1s fabricated for modern production needs, letterpress 
and offset, and for typewriters and office printing machines. 
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How many of 
these 8 questions 
on check design 
can you answer? 


In a properly designed 
business check, what is 
the right position for: 


.+. customer's check number... 


...- date of check and bank’s rout- 
ing symbol... 


-+-Mame of person who is to res 
ceive the amount (payee)... 


.-.- amount in numerals preceded by 
bold dollar sign... 


++. amount in words... 


.»-mname of account from which 
money is to be paid (drawer)... 


~«-name and address of bank on 
which check is drawn... 


... Official signature that bank is 
authorized to honor... 


For the right answers to these questions, send for 
Hammermill’s compact idea-book,:“‘BUSINESS 
CHECKS — Their Proper Planning and Design.”’ 
You'll find it a stimulating refresher. It offers 15 
examples of common time-wasting faults taken from 
checks in actual use. Then it gives the 8 Essentials 
of Good Check Design—all based on interviews 
with bankers and conforming to recommendations 
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MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA., 





18 S0imjHe FUIZ... 


ACME-BROWN COMPANY Ne 
MAKERS OF AGC PRODUCTS 


PResTow, ILL. 
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Name 


DOLLARS 


of A.B. A. Remember: properly designed checks 
save time on EVERY check transaction. 

Many bankers find distribution of this book a 
tactful and simple way to persuade their customers 
to design their checks properly. Send for free copy. 


Even the best-designed bank and business checks give 
greater satisfaction on the safety paper that really pro- 
tects — Hammermill Safety. 
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Safety Paper Division : 
Hammermill Paper Co., 1503 East Lake Road, Erie, Pa. 


Please send me—free—a copy of “BUSINESS CHECKS. 





Position 
(Simply attach coupon to, or write on, your bank letterhead) gon-sa 
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THE BOOKLET COUNTER 








New Booklets 


How to Inform the Public... 
Communication between management 
and its varied public is gaining atten- 
tion as one of the most urgent, practi- 
cal problems of banking and other 
business today. This publication, by 
Dr. Claude Robinson, president of the 
Opinion Research Corporation, reveals 
startling facts of how different seg- 
ments of the American public think 
about business profits and business 


policies. The author reports and out- 


lines methods that have been found 
successful in getting correct and con- 
vincing information to the general 
public, employees and stockholders. 


Trust Forums II. . . This is the 
verbatim account of the second annual 
group of forum discussions on estate 
problems, held by a Texas bank for 
customers and friends. The account 
of last year’s discussions was acclaimed 
by trust officers and other bank offi- 
cials throughout the country. This 
group of four forums, each featuring a 
talk by a noted authority on the sub- 
ject under discussion, covers such sub- 
jects as Gifts and Gift Taxes, Wills 
and Testamentary Trusts, Business 
Insurance, and The Functions of a 
Corporate Fiduciary. Following each 
lecture is the unabridged list of ques- 
tions and answers which resulted from 
each talk. This publication may serve 
as a reference source, as an aid in 
planning similar programs or as an 
hour of very interesting reading. 


Outlook for Bank Earnings... 
This is an attempt on the part of a 
large bank’s economic department to 
project the earnings of 37 reserve city 
member banks in New York City 
through the year 1948. The banks 
studied have about 18 per cent of the 
total deposits of all commercial banks 
in the United States. Detailed data 
and methods used in arriving at the 
projections of bank assets, operating 
earnings, operating expenses, losses 
and recoveries are presented and may 
help readers carry out like estimates 
for their own institutions. 


A Bank Director Looks at 
Advertising . . . This booklet is 
more than a collection of statements 
of what may or may not be wrong with 
bank advertising. It is a keen appraisal 
of the basis and means of bank 
advertising and its counterpart, bank 
public relations. Subject headings 
such as the following indicate the 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





nature of the publication: ‘What 
every good merchandiser knows,” 
“Arrogance and its unfortunate ef- 
fects,” ““The indifferent teller,” ‘The 
trust department —nugget of oppor- 
tunity” and “The man in the street 
wants the verities.” 


Radical Changes in Industrial 
Banks ... By Ernest A. Dauer of 
the Federal Deposit Insurance Corpo- 
ration, this booklet may prove inter- 
esting to officers of industrial banks 
as well as those engaged in more 
general commercial banking. While 
its main object is to compare and con- 
trast today’s industrial bank with 
other financial institutions, it deals 
with such general topics as income 
and expenses, interest rates, net profits, 
dividends and retained earnings under 
today’s changing conditions. 


How to Plan a Bank Remodel- 
ing ... Bank officers who are thinking 
of quarters modernization and remodel- 
ing, but who find it difficult to esti- 
mate the extent of modernization 
needed and the time and expense 
required for the project, will be inter- 
ested in this booklet. By a recognized 
authority in the bank-building field, 
the publication takes up such specific 
considerations as fixtures, floor cover- 
ing, air conditioning, acoustical treat- 
ment and lighting. It emphasizes the 
need for complete departmental-space 
analysis and other pertinent, but 
sometimes neglected, factors in plan- 
ning. Illustrations accompany the text. 


Still Timely 


Suggestions for Correspondent 
Banks .. . This publication is an 
extraordinary example of the manner 
in which a bank can explain its services 
clearly and concisely for potential 
correspondent institutions. 


A Study of Bank Designs... 

Bank design has undergone drastic 
changes in recent years. Briefly de- 
scribed and pictured in this pamphlet 
are some of the changes taking place 
in the building of both large and small 
banks today. The factors of func- 
tion and appearance receive equal 
attention. 
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Fine way for an interview to start! 

“You are the office manager,” I 
asked him. 

“Confidentially, the Brain,” he said. 

“Do you have a postage meter—”’ 

“Know all about it. Gizmo that 
prints postage on envelopes, makes a 
postmark, and seals the envelope flap, 
does its own bookkeeping. Right?” 

“Oh—then you do have a meter?” 

“Nope. Read all the ads. Anything 
to pass the time. Say—care for a game 
of gin?” 

“Sorry, no. Mr. Jones, you send out 
a lot of letters. A postage meter would 
save work—” 

““Lissen,” said Mr. Jones. ““That old 
gent over there is our VP in charge of 
Various and Sundry. Wetting down 
envelope flaps and the postage 
stamps fills his day nicely.” 
“Couldn’t he do something 
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important—” 

“My job, for ® 
instance,” said ~ 
Mr. Jones. “Think I 
haven’t thought of that, too?” 

“And the meter prints any amount 
of postage, does away with frequent 
trips to the postoffice to buy stamps.” 


“Tuere you go again,” broke in 
Mr. Jones, “overlooking the human 
element. The old guy likes to go to the 
postoffice and grab a beer. If he knocks 
down a few dimes on postage, so what?” 

“Have you ever considered how a 
postage meter could speed up your 
mail? Metered mail is faster, doesn’t 
have to be postmarked and cancelled in 
the postoffice, can make earlier trains.” 

“Tch tch! People who really want 
our stuff will wait to hear from us, so 
what’s the rush?” 


““But you do want more orders?” 

“Dunno,” said Mr. Jones. “Get 
more business, we get more of the boss’s 
relatives on the payroll. Some of them 
might be smarter than me . . . See what 
I mean? Hard to figure!” 

“Yes, Mr. Jones; thanks anyway.” 

“Okay. Breaks the monotony,” said 
Mr. Jones. 
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There are some firms and banks— 
not many, thank goodness! —we just 
can’t interest ina postage meter, even 
though we make models for every size 
business, big orlittle. Ifyou’re interested, 
call the nearest Pitney-Bowes office. Or 
write for an illustrated booklet. 


PrtNEY-BOwES Fostage Meter 


PITNEY-BOWES, Inc., 3121 Pacific St., Stamford, Conn. Originators of Metered 
Mail. Largest makers of mailing machines. Branches in 63 cities in the United States and Canada. 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 
Member of the Bar of Pennsylvania and of the 


Community Funds in 
Cheeking Account 


In Louisiana, one of the “old” com- 
nunity property states, a husband 
emitted his earnings to his wife in a 
sum exceeding $1,500. She deposited 
his money to her own account and in 
ier Own name in a Louisiana bank. 
subsequently, she drew against the 
iccount until the balance was reduced 
Lo $541.17. Her husband then drew 
4 check in his own favor on the bank 
‘or that balance, presented it for pay- 
ment, and payment was refused. 

The husband then sued the bank 
for the money and alleged that he in- 
formed the bank that the money in 
the account constituted an asset of 
the community of acquisitions and 
gains between him and his wife, and 
as legal head of the community he was 
entitled to possession thereof. 

Ruling that the bank was not liable 
to the husband, the Louisiana court 
said: 

“Even though funds tendered for 
deposit be assets of the community and 
knowledge of their character be im- 
parted to the bank, the bank would 
still have the right to accept the deposit 
in the wife’s name and would be fully 
protected under our statutes in pay- 
ing out the same on her personal 
checks or in pursuance of her personal 
authority. If this were not true, to 
act safely, when a married woman 
applied to open an account in a bank 
it would have to satisfy itself in some 
way that the funds tendered for de- 
posit were her separate property. 

“Community funds in such an 
account may only be paid out on the 
wife’s authority. The right of the 
wife in funds making up such an 
account cannot be affected through 
proceedings against the bank; and 
that is what is sought to be done in 
the present case. 

“When a husband entrusts com- 
munity funds to his wife for deposit in 
a bank to her individual account he 
clearly, in effect, surrenders to her the 
preference right in administration of 
said funds that the law accords him. 
He may do this or not as he pleases. 

“The question arises: May the 
husband without the consent of the 
wife have restored to him through 
court proceedings the administration 
of community funds that have passed 
into possession of the wife in the 
manner herein disclosed so long as the 
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District of Columbia 


marital ties are not dissolved? We do 
not believe so.” 

In most community property states 
each spouse is given the right to con- 
trol property “standing in his or her 
name.” The purpose of this rule is to 
protect banks and others dealing with 
either spouse. In certain situations, 
however, there may be exceptions to 
this rule. (LaCaze vs. City Bank & 
Trust Company, 31 Southern Re- 
porter, Second Series, 891.) 
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Pennsylvania Kilis Com- 
munity Property Law 


The Supreme Court of Pennsyl- 
vania has ruled that the community 
property law of that state is unconsti- 
tutional and hence void and inoper- 
ative. A test case-was brought by the 
assignee of a life insurance policy in a 
Philadelphia insurance company. He 
demanded that the company pay him 
the cash surrender value of the policy. 
The company refused on the ground 
that the wife of the insured might 
have a community property interest in 
the policy since premiums had been 
paid out of funds considered to be 
community income. 

The court decided that the law was 


unconstitutional because it purported 
to transfer the property of one person 
to another and was so vague and in- 
definite as to be incapable of proper 
interpretation or enforcement. 
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Bank’s Real Estate Deals 


A national bank in Oklahoma ac- 
quired a tract of land adjoining its 
banking building. This land was for- 
merly owned by the bank and when the 
bank reacquired it, the land was en- 
cumbered by a mortgage. In the deal 
the bank assumied liability for the 
mortgage. The bank reacquired the 
land from the persons to whom the 
bank had sold it on the previous day. 

In a subsequent legal proceeding the 
legality of this transaction was chal- 
lenged as violating Section 29, Title 12, 
U.S.C.A. which prohibits National 
banks from purchasing real estate not 
reasonably necessary or incident to 
the bank’s business, and also as violat- 
ing Section 92, Title 12, U.S.C.A., 
which prohibits a National bank from 
guaranteeing the principal or interests 
of the debt of another. 

After reciting the fact that, after it 
reaccuired the land, the bank built 
on it an extension or annex to its 
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banking building, the Supreme Court 
of Oklahoma said: 

“The purpose of the provisions of 
Section 29, Title 12, U.S.C.A. is to 
prevent speculation in real estate by 
banks. To permit a bank to deal in- 
discriminately in real estate, as invest- 
ments, tying up the capital of the 
bank, might prevent the meeting by 
the bank of its primary duty to its 
depositors. Yet transactions which 
are reasonably necessary to carry on 
business legitimately under the provi- 
sion of the statute are within the power 
of the bank. 

“It has been held that a National 
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bank, under the provisions of Section 
29,..Title 12, U.S.C.A. may make a 
contract to prevent the erection of 
buildings on adjacent land so as to 
secure light and air for its banking 
house. It must be recognized that 
reasonable use of the actual banking 
premises may under proper circum- 
stances require the bank to deal in 
adjacent properties so as to derive a 
benefit or prevent an injury. The 
test, it seems, is to examine each 
transaction to determine whether it is 
an attempt to speculate in real estate 
or is reasonably necessary in the use 
and enjoyment of the business prem- 
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ises of the bank. 

“We think the situation here is 
within the provisions of the banking 
act; that the acquisition of the adjoin- 
ing land previously owned by the 
bank and the building of an extension 
of the bank building thereon enabled 
the bank to preserve the character of 
the building, occupancy and business 
in its immediate neighborhood and 
receive benefit therefrom and prevent 
possible injury if this might not be 
done. In this case it cannot be ques- 
tioned that the bank can improve the 
property in the same manner that 
other prudent owners could do, so as 
to render it most productive. 

“We cannot agree that the acquisi- 
tion of the encumbered real estate 
constitutes a guarantee of the principal 
and interest of the loan of another 
contrary to the provisions of Section 
92, Title 12, U.S.C.A. Whether, under 
these circumstances, the bank can 
reacquire encumbered real estate and 
assume the encumbrance must be 
answered affirmatively, for the general 
power to purchase real estate neces- 
sarily includes the power to purchase 
encumbered real estate, and the power 
to purchase encumbered real estate 
necessarily includes the power to 
assume the encumbrance.” (Exchange 
Bank of Commerce vs. Meadors, 184 
Pacific Reporter, Second Series, 458.) 
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Interest Payable on True 
Principal 


A Colorado borrower executed a 
note for $41,000, together with interest 
thereon at the rate of 8 percent. Each 
monthly payment was to be applied 
first to the payment of interest and 
secondly to the payment of principal. 

The note also contained the follow- 
ing provision: 

“It is mutually agreed, however, 
that if the maker of this note shall 
promptly and punctually pay when 
due, without default, each monthly 
installment of this note and shall like- 
wise promptly and punctually perform 
without default each and every term, 
covenant and condition of the trust 
deed and chattel mortgage securing the 
note, that then and in that event 
when $33,183.10 has been paid on the 
principal of this note, then this note 
shall be considered as paid in full and 
the balance of principal in the amount 
of $7,816.90 shall be forgiven.” 

The maker promptly paid the 
monthly installments until $33,183.10 
of principal had been paid together 
with the interest on the balances of 
that amount. 

The holder admitted this, but con- 
tended that unpaid interest in the sum 
of $2,638.43 was still due, claiming 
that the interest should be computed 
on the original principal of $41,000 
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and not on the reduced principal of 
$33,183.10. 

The borrower, a corporation, then 
brought an action for a declaratory 
judgment to determine its rights and 
liabilities under the note. 

The Supreme Court of Colorado, 
ruling that interest was payable on 
the full principal of $41,000 expiained: 

‘“‘A proper construction of the note 
obliges us to hold that the indebted- 
ness evidenced by the promissory note 
was $41,000, upon which sum interest 
is chargeable, and when the monthly 
nstallments had been paid so as to 
reduce the principal of the note to 
$33,183.10, then the balance of the 
orincipal was to be forgiven. To hold 
otherwise would necessitate a strained 
and unreasonable construction of the 
-onditions of the note and oblige us to 
substitute and interpolate provisions 
contrary to accepted judicial practices 
and procedures. The contention that 
the principal of the note is but $33,- 
183.10 is based upon a false premise, 
and any conclusion founded thereon 
would necessarily be _ erroneous.” 
(Colorado Herald Publishing Com- 
pany vs. Neuhaus, 184 Pacific Re- 
porter, Second Series, 1011). 
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Money for Deposit in 
Foreign Bank 


When a bank receives from a cus- 
tomer funds to be deposited in a bank 
in a foreign country what is the bank’s 
liability if the agent or correspondent 
to whom it forwards the money de- 
faults? 

That was the interesting question 
presented in a recent Pennsylvania 
case. 

A customer turned over to a private 
banking firm a sum of money for 
deposit with the Postal Savings Bank 
of Rome. The banking firm issued its 
draft on an Italian bank payable to 
the Postal Savings Bank of Rome and 
at the same time deposited the money 
in question with the New York branch 
of the Italian bank. When the Postal 
Savings Bank of Rome presented the 
draft to the Italian bank, payment was 
refused because of its insolvency. 

The customer thereafter sued the 
banking firm for the money. 

“The principal question here,”’ said 
the Supreme Court of Pennsylvania, 
“is whether the defendants, private 
bankers, were agents of the plaintiff 
or contracted to perform an independ- 
ent undertaking. 

“Where a customer leaves with a 
bank commercial paper to be collected 
and nothing more appears from the 
words or conduct of the parties than 
that the paper was left ‘for collection’ 
the law takes it that the bank is an 
agent for the transmission of the paper 
for collection, and it is not held liable 
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except for lack of due care in forward- 
ing the paper or in the selection of a 
suitable agent for collection. 

“We find no authority in Pennsyl- 
vania that the receipt of money ‘for 
deposit’ with a foreign bank for the 
account of the first bank’s customer is 
an agency. 

“The remission of funds by one 
bank to another is actually the reverse 
of the collection of funds by one bank 
from another. Since, in the case of 
commercial paper to be collected, the 
law declares that, in the absence of 
other stipulation, ‘for collection’ means 
‘transmission for collection’ —where 
American money is left for deposit in 


a foreign bank, these words must be 
declared to mean ‘transmission for 
deposit’ for while the bank may trans- 
mit the actual, physical collection 
item, it cannot transmit the actual 
money to a foreign country. 
“Leading precedent on receiving 
money for deposit in a foreign bank 
sustains the conclusion that the original 
bank receiving moneys ‘for deposit’ in 
another bank is not liable for the 
negligence or default of its agent to 
whom it is necessary to transmit the 
fund, if it used reasonable care and 
diligence in the selection of such 
agent.” (Cardillo vs. Torquato, 54 
Atlantic Reporter, Second Series, 910.) 
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loan on a customer line sheet, which is 
kept up to date monthly as to the 
progress of the loan, checking account 
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balance, etc. On the reverse side is 
space for call reports and comments. 
The line sheets are kept in a loose leaf 
binder, with temporary tabs affixed 
on those needing special attention. 

The customer line sheets come in 
handy in conversations with customers, 
meetings of the discount committee, 
and in reviewing lines with examiners. 
Separate binders are maintained for 
G. I. and farm loans. 

Every month our loan position as 
well as delinquent loans are reviewed 
by a special officers’ committee, and 
its recommendations and comments 
are in turn referréd to the monthly 
officers’ meeting for discussion. Com- 
ments from this meeting are further 
referred to the discount committee. 
In other words, we are constantly 
watching and servicing our loan port- 
folio. 


TYING in with the credit function is 

our organized program of customer 
counsel. This enables us to stay con- 
stantly abreast of our customers’ prob- 
lems and we are consequently in a 
much better position to make credit 
decisions and to service loans already 
made. Since I have had industrial 
accounting experience, counseling work 
is one of my duties. 

Many of our customers are small 
merchants or manufacturers, without 
a great deal of knowledge of finance or 
accounting controls. Generally, they 
flourished during the war but now face 
difficult competition, so the bank feels 
it can be of real service in an advisory 
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capacity without “sticking its neck 
out” unduly. 

We have made accounting installa- 
tions for our customers, and have 
followed this up over a period of 
months to be sure the installation is 
being properly used and that the infor- 
mation available is being interpreted 
correctly by the owner. Frequently 
we have helped our customers prepare 
forecasts of their operations and par- 
ticularly cash budgets. This is the 
best way we know to determine 
whether or not they will be able to 
make their payments as well as to 
anticipate credit needs. We try to 
help them in guarding against over- 
extension of inventories, and in main- 
taining proper relationships between 
accounts receivable and sales, current 
assets to current liabilities. 

We also help customers prepare 
their annual statements, both for their 
suppliers and for the bank. In this 
way we have a much better under- 
standing of what their statements 
include than the bank which accepts 
semiannual or annual statements which 
are prepared by the customer, and 
which go into the credit file after a 
casual observation. 

We frequently pass along transcripts 
of articles which we believe may be 
helpful, and make use of various studies 
prepared by Robert Morris Associ- 
ates, N. R. D. G. A., Harvard, and 
so on. Our farm department main- 
tains the same type of service for our 
rural customers. 


FOREMOST in bank thinking nowa- 
days is the problem of personnel. We 
can fathom no reason why a compara- 
tively small bank cannot have ad- 
vanced personnel policies. We have, 
for example, a cash bonus plan which 
is essentially a profit-sharing arrange- 
ment. For a number of years the 
bank has distributed Christmas bo- 
nuses, but there was formerly no set 
pattern for this. Two years ago the 
board of directors took the general 
position that employees were entitled 
to participate in the profits to the 
same extent as stockholders, and that 
the total employee benefits including 
pension as well as bonus payments 
should be equal to the dividends paid 
on the bank’s stock. Bonus payments 
are based on salaries, and are made 
semiannually at the Spring party and 
the Christmas party. To date they 
have approximated 10 per cent of the 
individual’s annual income. 

The retirement plan, financed en- 
tirely by the bank, covers employees 
30 years of age or more, with at least 
five years of service. It provides the 
additional benefit of life insurance 
protection. 
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The total of employee benefit pay- 
ments is not automatically equal to 
dividends. There must be sufficient 
earnings available to permit ample 
additions to total capital funds after 
all regular operating expenses, divi- 
dends and employee benefits have 
been paid. If not, action as to cash 
ktonus is up to the discretion of the 
toard of directors, but it is likely that 
the employee bonus would be reduced, 
es the bank would first want to keep 
up premium payments on the retire- 
ment fund. 

Perhaps unusual for a 35-man staff 
is our employee association, through 
which bank parties and other activi- 
ties are handled on an organized basis. 
Officers are not members, all responsi- 
bility being placed on employees, but 
the bank provides a_ recreational 
budget. The secretary of the association 
sees that cash birthday gifts are dis- 
tributed to each member of the staff, 
the amount depending upon the num- 
ber of years of service. Four sets of 
social committees are appointed, each 
serving for three months during the 
year. A committee handles all details 
of decorating the bank’s booth at the 
county fair, and the group decorates 
the lobby for special occasions. 

Further helping to knit the staff 
together is our monthly house organ, 
“Dollars and Sense,” edited by Mrs. 
Rosalie J. Williams who is also in 
charge of public relations. Popular, 
too, are such recreational facilities 
as an exercycle and a ping pong 
table. The bank also provides a con- 
venient place to prepare light lunches. 

We have found that such things 
promote more loyalty and _ better 
employee relationships than -can be 
derived from constantly increasing 
salaries, although we have set up 
salary brackets, watch our ranges and 
try to keep them fair. 

Do policies such as I have outlined 
“pay off” for the bank? Perhaps our 
best answer is the fact that we are 
currently paying stockholders a 6 per 
cent dividend, distributing an equiva- 
lent amount in special employee bene- 
fits, and still we have been able to 
strengthen our capital funds substan- 
tially during past years. 
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PROGRAM FOR WOMEN 
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get the men, as well as the girls, talking 
about a coming program, it does a lot 
to advertise it. 

Also in the cafeteria, there is a half 
partition with a glass to the ceiling, 
which makes a show window which we 
trim with something eye-catching from 
time to time. 
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Our advertising department has been 
co-operative about helping with fliers 
and posters. In addition, we have an 
art committee made up of a number 
of the bank girls who are talented in 
drawing and poster work. The adver- 
tising department furnishes all the 
material. 

We give thought to the timing of 
the programs. Staggered working 
hours make it difficult to have a pro- 
gram when everyone can come. In an 
effort to please those who work early 
and those who work late, we have some 
programs in the afternoon and some 


get a crowd out for the latter, because 
people are not inclined to come back 
once they’ve left the job for the day. 

There are certain times of the year, 
too, that are better than others for 
programs that take a lot of work. The 
new officers and chairmen are intro- 
duced at a tea in January and the next 
three months can be counted as good 
times for special programs. The new 
regime is always full of pep about the 
new undertaking and we do not have 
to compete with the weather in those 
months. May is a poor month for 
club meetings. By that time, people 






































at night. It takes a lot more work to are anxious to get outdoors. We do 
Consumer Credit 
Keen Rolling Along 
As the legislators debate its legislative fate, 2 facts 
about consumer credit are certain — 
1. Controlled or not, it will keep 
“rolling along.” increasing in 
volume as production and 
national income increase. 
2. Banks wisely promoting this 
service will find it increas- 
ingly profitable. 
In uncertain times, correspondents find Industrial 
Bank's 35 years’ experience especially valuable 
in charting wise consumer credit policies. 
—— === 0: os 0US= 3 
NINTH A AND WASHINGTON - ST.LOUIS (CD MO. 
5l 





ma Py 











— on 


eee) Se 
re 


+ oe 








not have meetings in June, July, or 
August. 

Comes September and we have to 
think about something very special 
to attract the interest of old members, 
and new girls who have joined the staff 
during the summer. 

The officers, department chairmen, 
and the personnel department repre- 
sentative customarily meet once a 
month in the lounge to plan meetings, 
but in September the bank gives a 
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dinner for this group and enthusiasm 
takes a new spurt. 

Right here would be a good place 
to describe the promotion of a very 
successful September program. We 
were fortunate in getting Larry Law- 
rence, editor of the Milwaukee Journal 
Green Sheet and one of the most color- 
ful newsmen in the country, for our 
speaker. We told the chairmen some 
of the interesting things about Mr. 
Lawrence, so each chairman could tell 
her girls when she handed out the 
fliers announcing the program. The 
fliers always have an interesting car- 
toon along with the copy. At this 
time, we also reminded the chairmen 
that since their groups change fairly 
often, they must be on the alert to see 
that new people receive a cordial 
invitation to come to meetings. 

A daily feature of the Green Sheet is 
the eye-catching headline such as 
“A short course in accounting for 
women is advertised. Some say it 
can’t be done.” One of the girls sug- 
gested pasting a headline on green 
grosgrain ribbon for each chairman to 
wear the day of the program in all 
except public contact departments. 
We did, and this proved to be such a 
good reminder that the next month 
when we had a style show, each chair- 
man wore a paper fashion manikin. 

We put Mr. Lawrence’s picture on 
a poster on which was pasted Green 
Sheet headlines. This was placed on 
the cafeteria bulletin board and an- 
other, with cartoon figures from the 
Green Sheet, was placed in the lounge. 
We had standing room only for this 
program. 

Since group participation programs 
are the hardest to originate, there are 
two I’d like to tell about. 

We had a program given by two 
women who like to make their own 
hats. Although they are not profes- 
sional milliners, they are very skillful 
and showed us things that almost any 
woman who can thread a needle can do. 

We decided to have our own hat 
show the following month and started 
early with a lot of advertising to pro- 
mote entries. We trimmed the cafe- 
teria window with flowers, veiling, and 
a “Before” and “After” hat. As extra 
bait, we announced there would be 
five men judges to select the Most 
Sensible Hat, The Hat Most Likely 
to Succeed, The Hat They’d Most 
Like to Come Home To, The Hat 
Most Likely to Stop Traffic, and The 
Most Unusual Hat. 

For those who did not wish to 
model their own entries, we provided 
models. All the hats were numbered, 
so no one knew whose hat was being 
shown. 

We had hostesses distribute mime- 
ographed programs in which were 
printed our own version of songs 
about hats. 





After a dinner in the cafeteria, we 
opened the show in the lounge with a 
song and dance act with the girls in 
Gay Ninety costumes. The costumes 
were made by putting ruffles on house 
coats and completed with the most 
outlandish and old-fashioned hats. we 
could rig up. In presenting a program 
of this kind we have found that it is 
always good to open with a rousing 
ice-breaker. For this opening number 
we fell back on a dance routine learned 
from a professional instructor when 


the bank had a variety show several ~ 


years ago. Most of the girls from the 
original chorus are married now, but 
the few left teach the dance to the 
others, so it serves us over and over. 

One of the bank girls, with an 
especially pleasant voice and who had 
done some professional modeling, acted 
as commentator, pointing out the 
style features of each hat and citing 
what each had cost to fix or make. 
To make the show more fun there were 
some intentionally funny hats such 
as one made out of a paper plate, 
trimmed with radish rosettes. But 
for the most part, they were hats the 
girls really meant to wear. 


HE program which brought about 

the most group participation of all 
was one we had in October, 1946, to 
celebrate the twenty-fifth anniversary 
of the club. It is a program any bank 
could adapt. 

We started in July to look for cos- 
tumes. Two fliers were sent out with 
rather disappointing results. It was 
somewhat unnerving to find, when we 
asked for younger girls to look for 
1920 costumes, that they hadn’t the 
faintest notion of what to look for. 
To head off bustles and leg-of-mutton 
sleeves we rigged up a poster with a 
lot of pictures of the ’20’s. These are 
not hard to find. A little later we 
posted some early pictures of the girls’ 
club. Manikins were dressed in 1920 
costumes and placed in the cafeteria 
window where they caused so much 
comment even the men were suggesting 
sources of costumes. 

These books were very helpful in 
planning the program: Only Yesterday 
by Frederick Lewis Allen, Our Times, 
Volume IV by Mark Sullivan, and 
A Pictorial History of the Movies by 
Deems Taylor. 

We decided on a program that could 
be rehearsed in sections and coupled 
with narration read by one of our girls 
whose hobby is public speaking. 

The program opened with a back- 
stage. chorus singing a popular song 
of the ’20’s. This was followed by 
chimes played on the piano to give the 
effect of a clock striking. Then the 
narrator said: ‘‘Memories—the clock 
is turning back. What are the memo- 
ries of 1921? Well, that was the year 
there was a slight depression, but it 
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was a gay year. Everyone was happy 
because the war was over. The boys, 
except for the Army of Occupation, 
had been home for two years. 

“Charlie Chaplin and Jackie Coogan 
were starring in “The Kid.’ And while 
the girls worried about whether or not 
the boys would settle down, the boys 
had a worry, too. For the boys had 
a movie rival: Yes, the flappers were 
swooning over the sensational, the 
incomparable, the divine... Well, we’d 
like to show you the Frankie Sinatra 
of 1921 in a movie popular at that 
time.” 

Then followed a brief take-off in 
pantomine of “The Sheik” which in- 
cluded the Sheik, Diana, two fan- 
wavers, and the Sheik’s horse. The 
narrator furnished the screen titles to 
the accompaniment of music found in 
an old book of Movie Mood Music, 
although the audience laughed so hard 
no one could hear much of either. 

Following this, the narrator. said in 
part: “Probably nothing so well re- 
calls a period as clothes and music, so 
now we're going to present a style 
parade of the 1920’s to tunes of those 
days.” 

The narrator had viewed each cos- 
tume in advance and had made up 
some fitting comments for each. The 
girl in charge of the fashion show had 
it worked out in every detail even as 
to hair-dos and accessories. The pro- 
duction details of this and the rest of 
the show are too numerous to men- 
tion here, but anyone who is interested 
may have them. 

We ended the style show with a 
typical 1929 couple —Joe College in a 
raccoon coat and his flapper girl friend. 

The narrator went on: “And so 
the decade rushed on at a dizzy pace 
to its climactic year —1929! A fateful 
year. We'd like to show you how it 
looked to some very new citizens as 
they first viewed it.” 

(Curtain opened to show two “1929 
models” on the stage. The Stork and 
Father Time entered wheeling four 
**1929” babies (four pages) dressed in 
hoods and nightgowns on which was 
sewn the blue First Wisconsin National 
Bank insignia. The baby carriage 
was a bank mail truck on which was 
placed a wooden front painted white 
with blue trim.) 

Narrator: Well, what have we here? 

Father Time: Got a fine lot of girl 
pages for the First Wisconsin National 
Bank. They’re a little young, of 
course, but along about 1946, they’ll 
do a fine job for you. 

Narrator: Girl pages! Never heard 
of such a thing. The pages are always 
boys. 

Father Time: All I know is what I 
read in the Stork’s Kiplinger letter. 
(He looks at letter and reads.) It says 
here ‘““Watch for new trend in banks 
starting about 1941. There will be 
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more women than men in most banks. 
All the pages will be girls.” 

Narrator: Seems hard to believe, 
but let’s have a look at them. (Walks 
over to the babies.) Well, girls, what 
do you think of this world? 

(All babies laugh uproariously.) 

Offstage Voice: Don’t laugh so hard, 
girls. Would you like to see how you'll 
look in seventeen years? 

Babies: Yes, yes. Show us how 
we'll look. 

(Four jitterbugs dressed in typical 
bobby sox costumes enter and do a 
jitterbug dance.) 

Narrator: 1929 started out the 
gayest year of the decade. But it 
wasn’t long before the tune changed 
from ‘‘Makin’ Whoopee”’ to “Brother, 


Can You Spare a Dime.” 


This period is full of memories most 
people would just as soon forget, so 
we went on: “As the decade ad- 
vanced, the headlines of the news in 
Europe hovered over us. Events 
moved on at a furious pace climaxed 
by the outbreak of the Second World 
War. With the advent of war, women 
were called upon to replace many of 
the men in banks throughout the 
country. Prior to World War I, there 
were only about 5,000 women in our 
banks. Now there are about 140,000.” 

The narration continued with a 
brief mention of the training plans 
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now offered beginners and in conclu- 
sion, “These two girls, who represent 
the girls entering the bank today, can 
look to a bright future if they will 
prepare themselves to meet the oppor- 
tunities which will surely open to 
women if they are ready for them.” 

Pictures of the performance were 
mounted and placed on the cafeteria 
bulletin board for all to see. 

Someone may ask ‘“‘What does it 
cost to maintain a recreational pro- 
gram of this kind?” The dues are 
twenty-five cents a year to give the 
girls a feeling of membership. They 
receive a little membership card for 
which the bank pays. The girls al- 
ways pay for their own dinners, but 
there is never any charge for a pro- 
gram given in the lounge, nor for the 
teas given there. It is surprising how 
far we can make the dues stretch, 
but when we go in the hole, the bank 
comes to the rescue till more quarters 
are collected the following year. 

We feel that all of these efforts have 
been worthwhile, because anything 
done to broaden employee perspective 
is bound to have some gratifying 
results, and even more important, we 
feel that the girls’ club helps to satisfy 
one of the basic human needs: The 
need to feel that one belongs to and 
is important to the group with which 
one works. 
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(CONTINUED FROM PAGE 24) 


and industry studies now being han- 
died on a departmental basis. The 
information will then become im- 
mediately available to all management 
heads of the bank instead of being 
purely a departmental product. 

It is anticipated that the research 
department will be of benefit to execu- 
tive management by providing infor- 
mation of assistance in the formula- 
tion of policy. For the commercial 
departments, it will provide informa- 
tion to assist in judgment of loan 
applications, in obtaining new busi- 
ness, and in supervision of existing 
loans. It will aid the trust department 
in formulation of investment policy, 
selection and supervision of invest- 
ments, and procurement of new busi- 
ness. 

In the interest of business develop- 
ment, one project contemplated is a 
thorough market study of the banking 
area, projecting trust, loan and deposit 
possibilities. Studies will also be made 
of consumer trends, wants and buying 
habits. Such data will give manage- 
ment a more precise picture of terri- 
tory potentialities, and facilitate the 
defining of future objectives. 

Sales research is the function of 
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BANK RESEARCH 


the business development unit re- 
cently established as a new division 
of the credit department at Mercantile- 
Commerce Bank and Trust Company, 
St. Louis. 

One of the major purposes of the 
unit is to provide a centralized funnel 
through which leads developed all 
through the bank can be directed, 
sifted and redirected to the proper 
departments. 

Two broad research functions are: 
1. Developing information in commer- 
cial accounts to provide statistical aids 
for the cultivation of more business for 
more departments from these accounts. 
2. To develop information which will 
be useful in the task of acquiring new 
commercial accounts. 

The unit will also make special 
industrial surveys in conjunction with 
the credit department. For example, 
an officer may be considering a plan 
to develop business in the railroad car 
manufacturing industry. The task of 
compiling the required data on the 
industry as a whole would be a respon- 
sibility of the business development 
unit. 

In order to bring about a more 
intense cultivation of business now on 
the books in each department, and a 
more systematic cultivation of poten- 
tial business, the unit has a number of 
responsibilities relating to records and 
reports. These include compilation and 
supervision of a master card file sys- 
tem on important accounts and pros- 
pects, the filing and routing of all 
memoranda containing information of 
interest for credit use or solicitation 
purposes, the preparation and mainte- 
nance of officers’ trip sheets, a news 
service involving the clipping and 
routing of items of trade interest, 
reviewing the daily report of new and 
closed out accounts for the purpose of 
following up with form letters, routing 
of credit agency reports, maintenance 
of anniversary date records of impor- 
tant accounts, and supervision of 
average balance data on large accounts. 

Heading the new activity is W. L. 
Rehfeld, vice-president, and B. W. 
Durham, assistant vice-president. 


[N contrast to some of the other 

examples cited, the Trust Company 
of Georgia, Atlanta, operates its re- 
search program in a rather informal 
fashion, there being no department 
specifically and exclusively charged 
with research responsibilities. In- 
stead, responsibility for research proj- 
ects is centered in the office of the 
vice-chairman, Malcolm Bryan, an 
authority on economic trends in the 
Southeast. Projects for research are 
there reviewed and approved or, if the 
project is major in character, it is 





reviewed by an advisory committee of 
senior bank officials. The project, 
subject to continuing review regarding 
procedure and results, is then under- 
taken by the department involved or, 
when the research involves professional 
skills, by a local research organization 
retained by the bank for certain 
statistical work. 

The Trust Company’s research has 
thus far involved inquiries regarding 
internal operating problems and bank 
policy, investment management prob- 
lems, the assembly of information on 
farm contracting and the economics of 
plants processing agricultural prod- 
ucts, special studies of industries of 
particular significance to the region — 
a case in point is forest products —or 
of special significance to the bank, and 
general business conditions in the 
southeastern area. 

One by-product of the research that 
has invoked considerable interest is 
the bank’s practice of occasionally 
substituting charts on economic sub- 
jects for the more usual lobby display 
signs. There have been, for example, 
charts of building costs, charts of in- 
come payments in the South, charts of 
prices, etc. These are always displayed 
without any written comment, and the 
bank finds that many customers stop 
in the lobby to study them. 


TIE-IN with research is provided 

through the syndicate Industrial 
Information Service, through which 
18 banks are now providing data on 
new developments to important busi- 
ness customers. 

Core of the service is the bulletin, 
Results From Research, which is pub- 
lished each month under the names of 
the participating banks. The bulletin 
contains digests regarding new prod- 
ucts, inventions, machines, material 
and processes. Full data on any of 
these items can be obtained through 
the customer’s bank, without the possi- 
bility of sales follow-ups. A supple- 
mentary advantage is that the Results 
from Research bulletin can be used as 
a valuable publicity medium for prod- 
ucts manufactured or sold by cus- 
tomers of the banks. The bulletin 
also contains capsule summaries of 
new brochures, pamphlets and maga- 
zine articles, copies of which can be 
requested through the banks. 

The service is now provided by the 
following institutions: Harris Trust 
and Savings Bank, Chicago; First 
National Bank, Atlanta; Mercantile- 
Commerce Bank and Trust Company, 
St. Louis; Mercantile National Bank, 
Dallas; Farmers Deposit National 
Bank, Pittsburgh; The Merchants 
National Bank, Boston; The First 
National Bank and Trust Company, 
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Bridgeport, Connecticut; Liberty Bank 
of Buffalo; The Central Trust Com- 
pany, Cincinnati; The Northwestern 
State Bank, Duluth, Minnesota; Sec- 
ond National Bank, Houston; Land 
Title Bank and Trust Company, 
Philadelphia; Genesee Valley Trust 
Company, Rochester, New York; The 
Syracuse Trust. Company, Syracuse, 
New York; The Huntington National 
Bank, Columbus, Ohio; Central Na- 
tional Bank and Trust Company, Des 
Moines, Iowa; First National Bank of 
Erie, Erie, Pennsylvania; Citizens 
Fidelity Bank and Trust Company, 
Louisville, Kentucky. 


° 


° 


SR ee nr aaa ar 


The entire program is prepared and 
managed by The Merrill Anderson 
Company, 142 East 39th Street, New 
York 16, New York. This bank pub- 
lic relations firm prepares the monthly 
bulletin and also the more complete 
reports which are forwarded upon 
request. 


FROM the foregoing incomplete sur- 

vey it is apparent that banking 
has become affected by the same 
‘research virus” which has penetrated 
the ranks of other business and indus- 


try. The outlook is for an intensifica- ° 


tion, and broadening, of this trend. 
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MR. CLUTCHBILL 


(CONTINUED FROM PAGE 25) 


‘““He comes from .. . ?” 

“New York... . that is, his mail 
does. He had a large package from 
there three days ago.” 

““Package?”’ 

“Yes, a rather long round one.” 

“‘Mm-m he has a vast amount of 
freckles, hasn’t he? Picked them up 
since he came, I suppose.” 

“Oh, yes, he was pale then.” 

“Eh, you feel you have come across 
something strange and of large value.” 

“Mr. Jaggers does. I-—I can’t be- 
lieve it. The closing of the bank 
killed my grandfather. Otherwise we 
should have known about this strange 
account marked ‘Our Italian Banker 
. . « $50,000.” I rather feel any such 
large asset can not exist.” 

“TI dof’ stated Mr. Clutchbill ab- 
ruptly in a low voice. 

*“‘Wha-—what!” Mr. Squeers took 
a step back. “Why, I don’t follow 
you, sir. You don’t mean Jaggers has 
found it, and said nothing?” 

“T do,” said Mr. Clutchbill bluntly. 

“Good gracious! Then why would 
he get you over here?”’ 

“IT don’t know. I wishI did. That’s 
why I came. Whatever this $50,000 
sum or object is, it is apparently too 
large to conceal in his clothes when he 
is in here with you. And it’s too 
difficult to get when you are not with 
him and the door is locked. That old 
lock should prove simple to a thief. 
I don’t understand...” 

“I do,” Mr. Squeers said. “My old 
grandfather, perhaps with his own 
hand, designed a pick-proof lock on 
this door. The big brass key throws 
the bolt closed. But in addition there 
is a metal catch which turns up into 
the main bolt and holds it fast. It is 
manipulated by turning with your 
thumbnail the lower screwhead in 
the doorknob plate,” 

“I wish I could shake hands with 
your grandfather,” said Mr. Clutch- 
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bill. ‘“‘Jaggers has already struck the 
difficulty with this lock. He is trying 
to solve the mystery to get in here at 
night. And he has found a way by 
getting. me over here. I see Jaggers 
is returning,” added the old director 
with a slight nod of his head. 

Twenty minutes later Mr. Clutch- 
bill had been shown the interior of 
the vault and now sat studying the 
strange entry, “Our Italian Banker 
. . - $50,000,” in the bank’s last old 
mildewed ledger. 

“If it’s agreeable to you,” he said 
finally looking up, “I would like to 
remain here alone and puzzle out the 
closing-out entries. I would like to 
satisfy myself there is really some- 
thing to look for. And I’d rather, 
while I’m doing it, have you lock me 
in here; if there is an unknown $50,000 
lying around I’d feel safer.” 

“Why, we trust you, Mr. Clutch- 
bill. You needn’t be locked in,” spoke 
up Mr. Squeers. 

“But I can see he prefers to,” put 
in Jaggers with an eagerness that told 
Mr. Clutchbill he had moved as Jag- 
gers had expected. 

“Well, if you really wish it,” 
acceded Mr. Squeers. “It is now 
about 4 o’clock. When shall I come 
for you?” 

“At 5 o’clock,” 
Clutchbill readily. 

Locked in and secure from intru- 
sion, Mr. Clutchbill secretly observed 
Quilp Squeers wander slowly south- 
ward up toward his home under the 
cedars. And with considerable satis- 
faction he watched Sidney Jaggers 
down in the opposite direction to the 
small brick house he had rented from 
Squeers. It was then that the old 
director began a fast, systematic 
elimination of the objects in the bank- 
ing room. It was close to half past 
four when he came to a sudden stop. 


suggested Mr. 


Thereafter he made some alterations 


of his own and was waiting for Mr. 
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with Proved Fas-Cash System 
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your “Saturday closing” problem. 
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System. It cuts check-cashing time in half 
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efficient service the Fas-Cash System assures. 
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lobbies clear and uncongested. 


So if you’re worried about Saturday closing, 
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FREE! 
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Squeers when he heard a key fumbling 
in the keyhole. Mr. Squeers stood on 
the threshold alone when the door 
opened. 

“Hello, Mr. Squeers,” said Mr. 
Clutchbill advancing and looking curi- 
ously out. “Mr. Jaggers didn’t come, 
I see.” 

“No, he wants us to come down to 
supper; he’s likely helping his wife 
prepare.” 

“‘Hm-m, most kind of him.” 

“Eh, did you have any luck?’ in- 
quired Mr. Squeers searching Mr. 
Clutchbill’s face. 

“I think I have struck something. 
It would be best not to mention it, 
and be sure to lock the iron shutters, 
vault and outside door with care. I 
think I can tell you something within 
an hour.” 

Outside the door Mr. Clutchbill 
stood well back and carefully watched 
Mr. Squeers turn the large black brass 
key in the lock and adjust the ingen- 
ious double-locking screwhead. They 
then walked down to the Jaggers 
cottage and knocked. 

“Come right in,” greeted Mrs. Jag- 
gers, a quick-motioned young woman 
with red hair and a slight cast in 
one eye. “Good of you to come. 
Sidney has rowed around to the reef 
to see if he can pick up a black bass. 
It’s growing dusk. He ought to be 
back at any moment.” 

Mrs. Jaggers led them into a small 
sitting room, lighted an oil lamp 
under a pink shade and, as Mr. 
Clutchbill took note, set it on a table 
beside a window where it could be 
seen from the lake. 

“Now I know you will excuse me 
a moment while I look at the supper,” 
said Mrs. Jaggers. 

The wait grew in intensity. The 
third time Mr. Clutchbill looked at 
his watch twenty-five minutes had 
gone by. 

“I wonder if something has hap- 
pened,” muttered Mr. Squeers un- 
easily. “I’m going to take a look at 


the lake shore.” 

He was back in five minutes. 
“There’s no one on the shore, and it’s 
got so dark it’s hard to see out on the 
water.” 

“Mr. Squeers,” said Mr. Clutchbill 
getting up quickly, “is there any up- 
stairs window looking out directly on 
the bank building?” 

“‘Why, yes, the two in front.” 

“Take the light and show me the 
way.” 


A FEW moments later the two men 
stood staring at a large brass 
cylinder lying on the bed. 

“Good gracious! What is 
gasped Mr. Squeers. 

““A telescope . . . twenty-power, I 
should think. Pretty certain it’s the 
round package you told me came by 
mail to Jaggers. Mr. Squeers, we’re 
going to find that bank door open. 
Jaggers used this scope to watch you 
manipulate the lock when you came 
for me. That scope would bring 
your key hand right up under his 
nose.” 

“Then he’s got away with it!” 
Mr. Squeers nearly dropped the lamp. 
“And there ain’t another boat on the 
shore!” 

Mr. Clutchbill nodded. ‘Probably 
both of them ,are across the Narrows. 
I imagine Mr. Jaggers’ freckles are 
washed off by now, if they didn’t fall 
off when he examined what he’s just 
stolen from the bank.” 

“Wha —what!” 

“Quick, take the lamp. 
relight it in the bank.” 

At the bank door Mr. Squeers sud- 
denly recoiled. It was wide open. 

“Yes, I see,”” nodded Mr. Clutchbill 
and hurried directly in. ‘Get the 
lamp lit.” 

A pale glow flooded the old room. In- 
stantly Mr. Clutchbill’s glance darted 
to the ancient vault. The door was 
tightly closed. In the next second his 
eyes swept the walls. 

“Notice anything gone?” 
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Quilp Squeers held the lamp higher 
and stared round. Abruptly he held 
still. 

“Why, yes... Look! One of those 
three old framed prints on the south 
wall is gone!” : 

“Precisely! I expected it would be.” 

“What! You did? But it wasn’t 
worth a cent.” 

“It was before Jaggers took it to- 
night. I want you to take a look in 
the vault.” 

Mr. Clutchbill held the lamp while 
Quilp Squeers with a shaking hand 
revolved the combination spindle. 

The instant the door opened the old 
director lifted down an object from 
the top of a moldy cabinet. 

Quilp Squeers stood blinking at a 
strange old oil painting. It was that 
of a pale hawk-faced man with a 
frosty eye standing in a medieval 
doorway over which hung three 
golden balls. A purple velvet tam- 
o’-shanter rode on the man’s head. 
A long mulberry-colored cloak was 
over his shoulders. Where the cloak 
gaped the jeweled hilt of a dagger 
made a slit of color. The gentleman 
was wearing tight gaitors, and on his 
feet red slippers with upturned Persian 
toes. Somehow, even to a layman, 
the painting revealed the presence of 
greatness. 

Mr. Clutchbill turned the canvas 
over. Legible characters in ink ap- 
peared on its back. 

“My _ grandfather’s 
broke out Mr. Squeers. 

“‘Hm-m, read!” 

“Lorenzo de’ Medici 
The First International Banker 
Florence, Italy —by Titian 
Purchased June 4, 1838 
Carried at $50,000” 

“Mr. Squeers, I once had to look 
into paintings because of the settle- 
ment of an estate. This canvas is 
worth far more than $50,000 today, 
if it’s genuine Titian, and it is . 
look!”’ 

Mr. Clutchbill turned the picture 
face up; the shadowy painted letters 
“F. TITIAN” appeared in the left 
lower corner. 

“Jaggers had found it. Tonight he 
snatched it in the dark not knowing 
I’d removed the painting and reset 
the print that covered it in the frame. 
Why your grandfather hid it like this, 
I don’t know.” 

Mr. Squeers stood in a daze, and 
then: ‘““The bank served the canal 
boat trade. There was a lot of violence 
and heavy drinking, and the old iron 
door of the vault was flimsy. This 
investment was too valuable to risk 
in there.” 

“That’s the answer, no doubt,” 
nodded Mr. Clutchbill. ‘“‘We must 
express it the first moment in the 
morning to my bank’s correspondent 
in New York for an appraisal.” 
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PROVIDES ALL THESE IMPORTANT ADVANTAGES 
NEAT, LEGIBLE RECORDS—Machine-posted passbooks and 
ledgers increase accuracy and neatness for customer and bank. 


MAXIMUM SPEED—Passbooks only are posted at the window. 


You do not do your bookkeeping on the customer’s time! 


No other method of handling 
savings accounts can match the 
mechanized speed, efficiency and 
economy of Burroughs Savings 
Passbook Machines. Here again 
is proof of Burroughs alertness 
to modern banking needs and 
Burroughs leadership in ma- 
chines and methods. If you want 
to give your savings account 
customers faster, better service, 
and improve your internal con- 
trol, be sure to get the full story 
on the new Burroughs Savings 
Passbook Machine. 


FLEXIBILITY — Permits a choice of ledger posting plans. 
COMPACTNESS, EASE OF OPERATION—Requires a mini- 


mum of space... expensive cage alterations are not necessary. 
Anyone can learn to operate it with a few minutes’ instruction. 


BETTER CONTROL—Insures that bank’s and customer’s records 


are in agreement, and provides better audit control. 


LOW COST—Low purchase price and low maintenance expense 
make it economical to buy and use. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs ¢: 





